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National Bureau's 
Fleet Plan Is 
Unveiled Ait Dallas 


Agent Reaction Mixed, 
But Casualty Chairman 
Gives It Support 


DALLAS—The National Bureau 
plan for writing general and automo- 
bile liability plus burglary and glass 
for businesses operating under a 
franchise agreement at discounted 
rates came in for spirited discussion 
by national board of state directors 
during the NAIA convention here. The 
plan, which includes employe cars 
used in business at fleet rates, has 
been filed in more than 45 states and 
approved in 30. 

For general liability, burglary and 
glass, eligibility is based on four fac- 
tors: All interests operate under a 
common trade name; all interests use 
one or more identical products or ser- 
vices obtained through a_ franchise 
grantor; one source establishes and 
maintains the standards concerning 
management control and is respon- 
sible for premium payments for all 
interests operating under an exclu- 
sive franchise; and there is no legal 
prohibition against ownership by the 
franchise grantor of operations of the 
other interests to be rated. 


Speak Against Plan 


Several agents spoke against the 
plan inasmuch as it will mean loss 
of business for 90% of NAIA members 
and could easily spread to other lines 
or other coverages could be included 
via packages. The rapidly spreading 
franchise type of operation was re- 
garded generally by agents at the 
session as representing the feature 
that holds the most danger of loss of 
business for the individual agent. 

However, several agents, including 
the chairman of the casualty com- 
mittee, Roy H. MacBean of Cranford, 
N. J., spoke in favor of it since inde- 
pendents and direct writers already 
are writing it and agents need the 
bureau plan to meet competition. 

Joseph Gelcher of San Diego de- 
clared that the bureau should not be 
criticized for its effort in this instances 
to enable agents of member compan- 
ies to meet compettiion. When he said 
that many of the agents who criticize 
the bureau are the ones who use non- 
bureau companies, the audience ap- 
plauded vigorously. 

More details of the discussion will 
appear in next week’s issue. 


O'Shea Named To Succeed 


Ross In Ill. Department 


Robert O’Shea has been promoted to 
chief deputy in the Illinois department. 
Mr. O’Shea has been with the depart- 
ment for six months as counseling 
deputy at Springfield. In his new po- 
sition he gets $2,000 more in salary as 
Successor to James W. Ross, who re- 
signed in January. 





Report of NAIA 
annual meeting 
begins on page 8 











Mich. Surety Taken 
Over Again; Hope 
For Rehabilitation 


LANSING—Following a weekend 
opinion of the Michigan supreme court 
involving Michigan Surety of Lansing, 
company faced action this week to 
return its operation to a custodianship. 

Commissioner Frank Blackford, 
whose department examiners first 
found the company insolvent as of 
Dec. 31, 1958, said he would meet 
this week with Judge Louis C. Coash 
of Ingham County circuit court and 
“other interested parties” to “discuss 
and implement the supreme court’s 
order.” 

The 4-3 majority opinion, written 
by Justice Theodore Souris, had re- 
versed Judge Coash’s action of April 
14, 1960, in returning operation of the 
company to its directors after a period 
during which it had been under a 
caretaker committee and later under 
a departmental custodianship. But the 
Souris opinion ordered continuance 
of efforts to rehabilitate the company 
under a court-appointed and super- 
vised custodian. Commissioner Black- 
ford, in appealing from the circuit 
court decision, had sought an outright 
liquidating receivership. 


Blackford Gratified 


The commissioner expressed grati- 
fication with the tribunal’s findings, 
however, “because of its effect...to pro- 
tect the public’s interest in effective 
state supervision of the business of 
insurance...We certainly intend to take 
every action that is at our command 
to see that the best interests of the 
policyholders and claimants are pro- 
tected.” 

The majority opinion directed a 
none-too-veiled criticism of the Mark 
Kroll interests which gained control 
of Michigan Surety several years ago 
and were charged by department of- 
ficials with milking its sound assets, 
exchanging them for non-admitted 

(CONTINUED ON PAGE 46) 


Dean Musser Resigns 
As Ore. Commissioner 


V. Dean Musser, Oregon commis- 
sioner for the last 2% years, has an- 
nounced his resignation to enter pri- 
vate business in Portland. The effec- 
tive date is Nov. 1. 

Mr. Musser was chief deputy for 
four years under former commission- 
ers Robert Taylor and Hugh Earle, 
succeeding the latter when he resigned 
at the end of the administration of 
Gov. Holmes. 

Mr. Musser’s departure is the second 
from the ranks of NAIC in the last two 
weeks. Edward Stowell of Ohio is 
leaving his job to become administra- 
tive assistant to Gov. DiSalle. 





$80 To $90 Million 
Insurance Cost 
From Texas Wind 


General Adjustment Bureau is esti- 
mating its loss assignments from Hur- 
ricane Carla in Texas will number be- 
tween 91 and 92 thousand, with claims 
averaging just under $400. This is ex- 
clusive of losses of $100,000 or more. 
GAB’s share of the total can be ex- 
pected to run about half of all losses, 
and it comes to about $40 million. This 
indicates the total insured loss from 
Carla will come between $80 and $90 
million. 

Adjustments of Texas losses, pro- 
ceeding in super efficient fashion ow- 
ing to the advance preparations of the 
adjusters, were fouled up by Gov. 
Price Daniel who issued a blast calling 
on the companies to ignore the fine 
print and pay the policyholders. This 
stirred up the legislature and an in- 
vestigation was threatened for a while 
until the governor modified his atti- 
tude after the companies said they 
would welcome an investigation and 
at the same time assured Mr. Daniel 
that they would lean over backward 
to be fair in settling claims. 


A Question Of Wave Wash 


The issue comes from the question 
of wave wash. It isn’t covered. When 
there is both water and wind damage 
it is necessary to determine the 
amount of damage produced by wind. 
Sometimes that gets sticky. 

J. F. Miazza, general manager of the 
southwestern department, has advised 
GAB managers and supervisors in the 

(CONTINUED ON PAGE 46) 


Michigan Agents 
Hold Their Last 


‘Annual’ Meeting 


400 Go To Mackinac 

Island In Ideal Weather 

For Auld Lang Syne 
MACKINAC ISLAND—Members of 


Michigan Assn. of Insurance Agents 


_ 








F. L. Rogers 


Stuart Doty 
will proffer facilities of their organiza- 


tion and the expert assistance at 
their command to the forthcoming 
state constitutional convention, con- 
vening at Lansing next week. 

The decision to serve constitutional 
convention delegates was made at the 
annual convention here during the 
past week. More than 400 members 
and guests attended the last regular- 
ly scheduled fall convention of the 
organization. It has been decided to 
concentrate in the future on the mid- 
year meetings, held in Detroit during 

(CONTINUED ON PAGE 40) 








Leaders of New Jersey Assn. of Insurance Agents at the annual meeting in 


Atlantic City explaining a special convention exhibit on the group’s prize- 
winning traffic safety program. From left are Robert W. Hutchison, Vineland, 
new president; James L. Ryan, Paterson, his predecessor; Milton H. Grannatt 
Jr., Trenton, past president and accident prevention chairman; George Grotz, 
regional field director of National Safety Council, and Sidney Ascher, accident 
prevention consultant of U. S. Public Health Service. Mr. Grannatt is display- 
ing the NAIA highway safety trophy given to the association. Several other 
trophies won for highway safety are in the background. 








Government Immunity 
Goes Out In Michigan 


LANSING—The Michigan supreme 
court formally abolished the doctrine 
of governmental immunity from ac- 
tions for negligence in a precedent- 
setting decision last week, but appar- 
ently in order to establish a clean 
break with the past and prevent a 
flood of judgments in actions already 
pending, the court ironically denied 
an award to the plaintiff in the action 
which precipitated the new position. 

Another ironical touch was the fact 
that the five-member majority which 
set aside the immunity doctrine, thus 
automatically forcing governmental 
bodies to purchase new or added in- 
surance, is the same quintet blamed 
in the past for a series of “liberal” 
constructions of the workmen’s com- 
pensation law which resulted, indus- 
try spokesmen contended, in heavy 
added liabilities under existing cover- 
ages and set a pattern likely to result 
in progressively higher rates. 


Majority Opinion Noted 


Justice George Edwards, writing the 
majority opinion, declared: “We elim- 
inate from the case law of Michigan 
an ancient rule inherited from the 
days of absolute monarchy which has 
been productive of great injustice in 
the courts.” 

Justice Eugene Black, who con- 
curred in this view, wrote a separate 
opinion, however, siding with the mi- 
nority and thus creating a 4-4 dead- 
lock on the specific issue before the 
court. This had the effect of depriv- 
ing Mrs. Arden H. Williams from re- 
covering damages from the city of 

(CONTINUED ON PAGE 43) 





Mass. Compulsory Rates 
To Increase by 5.3% 


Commissioner Whitney of Massa- 
chusetts has announced an increase of 
5.3% in the tentative private passen- 
ger compulsory rates in the state. In- 
surers had asked for a rise of 7.9%. 
A public hearing will be held Oct. 20 
in Boston. 

John O’Connor, executive secretary 
of Casualty Insurance Companies 
Serving Massachusetts, said that Mr. 
Whitney’s announcement means that 
the companies will get only two-thirds 
of the amount they practically know 
will be needed in additional premium 
to meet personal injury claims in the 
state next year. The proposed rates 
will be seriously inadequate unless 
there is a big drop in claim frequency, 
and there is little hope of that, he 
said. 

Mr. Whitney also pointed out that 
differentials in the age-and-use class- 
ification plan were increased. Set up 
as individual classes are female driv- 
ers under 25 and those male drivers 
under 25 who are principal operators 
or owners with driver training. 

While the over-all,sincrease is 5.3%, 
class 10 risks, involf ing non-business 
use, no driver under 25 and within a 
commuting distance of less than 10 
miles, will pay less that half of the 
increase. This group comprises 62% of 
all cars in Massachusetts. However, 
based on changes to higher territories, 
some other risks may pay up to 40% 
more than in 1961. Moved into higher 
rated areas are 20 towns with poor 
experience, while 18 are shifted to 
lower rated territories. 

Commissioner Whitney has restated 
his intention to move for repeal of 
compulsory and adoption of a financial 
responsibility law. 
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Cecil Richards Is 
Ont. Superintendent 


Cecil Richards has been promoted 
from deputy su- 
perintendent to 
superintendent of 
insurance of On- 
tario to succeed 
Roy B. Whitehead, 
who has retired on 
pension. 

Mr. Richards is 
a native of Eng- 
land. He moved to 
Canada in 1921 
and for 17 years 
was with a firm of 
chartered account- 
ants. He joined the Ontario depart- 
ment as chief examiner in 1938 and 
was appointed deputy superintendent 
in 1957. 





Cecil Richards 


Royal Standard Progresses 


Despite an increased premium vol- 
ume and severe wind losses earlier in 
the year, Royal Standard of Little 
Rock has a combined loss and expense 
ratio of 98.2% for the first six months. 
Premium writings are up 22% and 
surplus is up 8%. 

The company is offering 53,800 ad- 
ditional shares of $1 par stock at $2.50 
a share. More than 10,000 shares of 
the new issue have been sold without 
underwriting expense to the company. 
Royal Standard began operations in 
September, 1958, writing fire, auto, 
casualty and inland marine. Paul M. 
Leird is president. 


Western Actuarial Bureau will hold 
a meeting of bureau managers in St. 
Louis at the Hotel Chase-Park Plaza, 
Oct. 1-4. 








Reinsurance 


Eminent insurers 
and producers across 
the nation make extensive 


use of Excess Underwriters 





to reinsure. Our specialists 

stand ready to provide 

swift quotes regardless 
of form required! 











N. H. Agents’ Chief 
Flays Prize Contests 


Prize contests by insurers were 
blasted by Arlon W. Jennison, Nashua, 
new president of New Hampshire 
Assn. of Insurance Agents, in his ad- 
dress at the closing banquet at the 
annual meeting in Dixville Notch. 

The public has a right to complain 
when the placing of a policy in a par- 
ticular company depends on an award 
rather than on a commission, he de- 
clared. In his view, receiving an award 
on this basis undermines the entire 
business. 

He charged that one well known 
company by the allure of “a trip to 
Nassau” was able to induce agents to 
transfer to it large amounts of home- 
owners business. One company, ac- 
cording to Mr. Jennison, by a verbal 
bordereau binder quashed a company 
relationship of long standing. The ob- 
ject here was another prize, he said. 

Mr. Jennison lashed other programs 
with free trip award inducements. He 
contended that agents, operating un- 
der prize incentives, lose the respect 
of buyers. This is an added problem to 
a business already beset with public 
relations troubles. 


Dayton-Miami Valley 
CPCUs Elect Reed 


William G. Reed, Stelzer & Reed, 
Piqua, has been elected presidnt of 
Dayton-Miami Valley (O.) CPCU 
chapter. 

Other new officers are James B. 
Abbey, Urban-Abbey Associates, vice- 


president; John M. Smith, Leary 
agency, Wilmington, secretary, and 
Paul Hallman, Pottinger & Co.,, 


Dayton, treasurer. 


Excess Loss, 
Surplus Share, 
Facultative, 
Pro Rata 


Reinsurance | 


EXPERIENCE, STABILITY, TRADITION .. . these are the basic ingredients of Excess 
Underwriters, eminence in every form of excess covers and reinsurance. And, the 


many leading producers we serve today have found that these outstanding qualities 


have become a part of their own company story! It will pay you to bring your next 


risk to Excess. 


EXCESS UNDERWRITERS, iwc. GJ 


175 West Jackson Blvd. ¢ Chicago 


ae! 


e WEbster 9-5535 
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Esther Scare Value 
Exceeds Her Damage 


Hurricane Esther caused insured 
property losses of approximately $3 
million on Long Island alone, accord- 
ing to early estimates of National 
Board. In assigning Catastrophe +28 
to the storm, with respect to New 
York City and Long Island, the board 
said that there were 30,000 property 
losses in the area, principally on Long 
Island. 

The board stressed that boat losses 
were not included. Marine men are 
prepared for extensive damage to 
yachts and small craft both on Long 
Island and in New England. 

No catastrophe number has been 
assigned to Esther in connection with 
Connecticut, New Jersey, Rhode Is- 
land and Massachusetts where early 
indications are that damage will not 
exceed $1 million. 


Shifting Course 


Esther’s eye never touched the U.S. 
mainland at any point. She originally 
aimed at Cape Hatteras, N. C., but 
turned parallel to that area and began 
moving to the northeast. The ac- 
companying gale winds and heavy 
rains accounted for the damage done 
in coastal areas of the eastern sea- 
board. 

At a later stage, Esther was ex- 
pected to make her long delayed land- 
fall on Cape Cod, but again she veered, 
this time to the east and dwindled off 
to sea. 

Esther inspired rising and receding 
tides of optimism and pessimism in 
insurance stock trading last week, de- 
pending on the latest weather reports. 
After she blew away, stocks gathered 
new strength. 

Travelers rose eight points on the 
Friday when it became apparent the 
storm had lost its force, bringing its 
total gain for the week to 11% points. 
On the same day, Hartford Fire added 
three points to erase earlier losses and 
close at 81. Other insurance issues 
firmed at the same time. 


Average Claim Is $100 


GAB anticipates receiving about 20,- 
000 assignments from Esther, with an 
over-all estimated average claim of ap- 
proximately $100. Four storm offices 
have been set up on Long Island. These 
offices with the number of anticipated 
assignments and the average claim ex- 
pected are: Hempstead, 1,500 losses at 
an average of $75; Queens village, $2,- 
500 at $100; Patchogue, 2,000 at $125, 
and Riverhead, 1,500 at $150. 

It has not been necessary to set up 
storm offices in other states. Claims 
will be handled through the branches. 
The number of assignments and the 
average anticipated claims are: Con- 
necticut, 3,500 losses at an average of 
$125; Maine, 150 at $150; Massachusetts, 
2,500 at $125; New Hampshire, 125 at 
$100; New Jersey, 4,000 at $75; lower 
New York, 800 at $100, and Rhode Is- 
land, 500 at $125. 


New Official Lineup At 
Byrnes-McCaffrey Of Ill. 


Leslie H. Kerr has been elected 








chairman of Byrnes-McCaffrey of Il- | 


linois, and Howard F. Erzinger be- 


comes president and chief executive | 


officer. T. L. Gilbert is vice-president 
and secretary; Gerald Billings, L. H. 
Kerr Jr., and H. F. Erzinger Jr. are 
vice-presidents. All of them also are 
directors of Byrnes-McCaffrey of Il- 
linois. 


Septer 





September 29, 1961 


XUM 





HteNATIONAL UNDERWRITER 





WE INSURE THE PRICELESS, TOO! 


At last, one of the world’s rarest collections of art 
treasures was together under one roof. Behind the 
opening of the National Gallery of Art in Washing- 
ton, D.C., lay many years of intensive planning... 
huge expenditures. 

During this period, National Union Insurance 


Companies provided the competent underwriting 
personnel and insurance protection essential to the 
successful completion of the project. 

The entire insurance program was designed and 
sold by Independent Agents, typical of the outstand- 
ing professionals who represent National Union. 


National Union Insurance Companies 


Pittsburgh, Pa. 


Casualty - Fire - Inland Marine - Ocean Marine 











IAC Has Ad Display 
In 14 State Meetings; 
Offers It To Others 


Agents attending state conventions 
during the coming months will have 
an opportunity to see what constitutes 
a good local advertising program. 

Insurance Advertising Conference— 
which awards Oscars annually to 
agents doing an outstanding advertis- 
ing job—has offered this year’s award- 
winning portfolios for display, and 14 
state agents’ conventions have already 
booked the material. 

Included in the portfolios are: Direct 
mail items such as letters, bulletins, 
cards, brochures; newspaper ads and 
publicity items; radio and TV commer- 
cials; photos of billboards and high- 
way signs; photos of window displays; 
photos of display booths at home 
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shows, fairs, etc.; and novelty adver- 
tising and gift items. 

Associations wanting the winning 
portfolios for display at their conven- 
tions may make arrangements by writ- 
ing: Charles K. Oaks Jr., executive 
secretary Insurance Advertising Con- 
ference, 15 Cottage Avenue, West 
Hartford, Conn. 


Hatfield In Sales 


For Amer. Surety 


Ralph B. Hatfield has joined Amer- 
ican Surety-Pacific National Fire as 
sales manager for the Pacific regional 
office in San Francisco. Mr. Hat- 
field had been with Public Employees 
Mutual, Seattle, where he was sales 
and advertising manager for six years. 
In his new post, Mr. Hatfield is in 
charge of sales promotion and pro- 
duction for the entire Pacific region. 


PRIMARY COVERAGES iN ILLINOIS 


WORKMEN'S COMPENSATION 
AUTOMOBILES & TRUCKS 
OLT—MFRS. & CONTRACTORS 
COMPREHENSIVE GEN’L. LIAB. 


COMPREHENSIVE PERSONAL LIAB. 


PRODUCTS LIABILITY 


GARAGE & DEALERS LIA. 
LIQUOR LIABILITY 
MALPRACTICE LIABILITY 
BEAUTY SHOP LIABILITY 
BURGLARY 

PLATE GLASS-50/50 


%& Special Retros on Large W.C.-Liab.-Fleets, Etc. 


EXCESS LIABILITY 


All 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
100,000 /300,000 /100,000. 


SURPLUS LINES 


OUTSIDE ILLINOIS -~ Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 





NOW WRITING FIRE AND INLAND MARINE 
AT BOARD RATES IN ILLINOIS ¢ ¢ « 
AND SURPLUS FIRE AND INLAND MARINE 
IN OTHER STATES AS A NON-ADMITTED CARRIER 
e e e e LARGE SINGLE RISK CAPACITY ¢ ¢ « « 




















FIDELITY GENERAL 


RAndolph 6-4060 


A STOCK COMPANY 


INSURANCE COMPANY 


222 West Adams Street 
Chicago 6, Illinois 





NAIIA Officials Hold 
Meeting At Chicago 


National Assn. of Independent In- 
surance Adjusters convened its execu- 
tive committee at Chicago for a mid- 
year session, at which all phases of 
association business were discussed. 

In attendance were H. B. Wellborn, 
Hattiesburg, Miss., president; T. D. 
Brown, San Francisco, 1st vice-pres- 
ident; William E. Condray, St. Louis, 
secretary-treasurer, and L. B. Hazzard, 
New York City, past president. Serving 
on the committee with the above 
named officers were the following re- 
gional vice-presidents: A. F. Stager, 
eastern; Louis M. Lehnhard, south- 
eastern; W. C. Couch, central A. C. 
Dyer, Missouri valley; J. Henry Wolf, 
southwestern; John Foltz, Rocky 
Mountain; Frank L. Hunter, western, 
and C. W. Walls, northwestern. 

The following firms were accepted 
into the membership of NAIIA as one 
of the first matters of business: Corey 
& Co., Miami, Fla.; Lawlor Insurance 
Claim Service, Elmira, N. Y.; Miller 
Adjustment Co., Springfield, N. J.; W. 
A. Headen Adjustment Co., Winston- 
Salem, N. C.; Adamson-Lane & Co., 


San Bernardino, Cal.; Hammond 
Claim Service, Hammond, La., and 
Raymond Danner, Pendleton, Ore. 


Mr. Couch, chairman educational 
committee, announced that a selection 
had been made as to the outline for 
parts I and II of the course to be su- 
pervised by Insurance Institute of A- 
merica and that publication dates had 
been moved back to the late spring 
of 1962. He also announced that the 
final addition to the industry’s edu- 
cational advisory committee to IIA 
had been completed with the accept- 
ance by John P. McCormick, vice- 
president Royal-Globe companies, of 
a post on that committee. 

The catastrophe committee reported 
on its handling of Hurricane Carla 
with respect to the manpower pool. 
It was reported that 147 adjusters had 
been assigned to Carla area members 
and were actually in the process of 
adjusting losses. Based upon assign- 
ments received at that time and com- 
pany commitments, it was reasonable 
to anticipate a total of 25,000 NAIIA 
assignments in the Houston area and 
15,000 on the Gulf Coast. 

The committee voted to hold the as- 
sociation’s annual meeting at the 
Green Brier Hotel, White Sulphur 
Springs, W. Va., in 1964. Officers re- 
ported on the development of the na- 
tional and/or regional industry advi- 
sory board, stating that recommen- 
dations had been or were being re- 
ceived from the following associations 
in connection with potential board 
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Pa. Court Upholds 
Fire Rate Revisions 


Superior court of Pennsylvania has 
upheld fire rate revisions approved by 
Commissioner Smith in June, 1959, 
In unanimously backing the changes, 
which involved increases and de- 
creases, the court said that if they had 
not been made, low rates previously 


enjoyed by Philadelphia would have | 


been unfairly discriminatory. 

The court hassle began shortly after 
the rate revisions were filed by Middle 
Department Assn. of Fire Underwrit- 
ers. David Berger, Philadelphia city 
solicitor, protested and sought a hear- 
ing by Comissioner Smith. After the 
latter ruled for the changes, the city 
took the case to Dauphin county com- 
mon pleas court and, after losing 
there, to superior court. Meanwhile, 
the changes have been in effect. The 
rate increases fell principally on ten- 
ant-occupied, multi-unit houses in 
Philadelphia. 


Bill To Insure Export 
Risks Passed By House 


The House has passed with an 
amendment and has returned to the 
Senate a bill to authorize the Export- 
Import Bank of Washington to guar- 
antee, insure, coinsure and reinsure 
U.S. exporters and foreign exporters 
doing business in the U.S. against po- 
litical and credit risks. The amend- 
ment limits the total guarantee to $1 
billion. 


One Of Five Proposals 





This bill is S 2325 and is one of five | 
proposals on the same general subject. | 


The House banking and currency 


committee will hold hearings in Janu- | 
ary on the four other bills. The pres- | 


ent measure; according to its propon- 
ents, is to “get the program off the 
ground.” 

The Export-Import Bank has held 
conferences with insurance company 
representatives regarding a pool to 
handle the credit aspects of exports. 
The bank itself would insurance or 
guarantee against political risk. 





members: American Mutual Insurance 
Alliance; Assn. of Casualty & Surety 
Companies; National Assn. of Inde- 
pendent Insurers; National Board of 
Fire Underwriters; Mutual Loss Re- 
search Bureau and Pacific Claims Ex- 
ecutives Assn. 

All other association committess re- 
ported on activities and developments, 
such reports being considered in 
several instances approved. 

Membership in NAIIA now stands 
at 473 firms. 





OCTOBER INSURANCE OPPORTUNITIES 





N1078 
SOUTH—MULTI LINE UNDER.—$9,000 
Age to 40. Prefer individual with Underwriting 
experience acquired with Direct Writer. Medium 
size growing company. 

N1079 
SQUTH—MULTI LINE ACCOUNTANT— 


Age to 40. Prefer college graduate with mini- 
mum five years insurance company accounting 
experience. 
N1080 
S. WEST—CASUALTY SPECIAL AGENT— 
$7,800 
Age to 40. Six years insurance company field 
experience. Some underwriting background. 
N1081 
MONTANA—M. LINE SPEC. AGENT—$7,500 
Well known American Agency System Co. At 


least five years insurance company field expe- 
rience required. 





N1082 
ILL—MULTI LINE UNDERWRITER—$7,500 
Age to 40. Five years company underwriting 
experience. Recommended to man desirous of 
living in small city. 

N1083 
ARIZ.—CLAIMS ADJUSTER—$7,200 


Age to 45. Prefer background in Casualty claims 
rather than Fire. Details sent on request. 





N1084 


SOUTH—STATISTICAL ASST.—$7,000 

Age to 35. College degree. Prefer diversified 
insurance accounting, statistical or rate re- 
search background. 


N1085 
SAN FRAN.—JR. BOND UNDR.—$6,500 


Age to 30. College graduate. Minimum 5 years 
Fire-Surety Underwriting experience. 








Please refer to job number in responding. Write for ‘“‘HOW WE OPERATE”. No obligation to register. 


Cnfidential handling guaranteed. 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells 


HArrison 7-9040 


Chicago 4, Illinois 





PRODUCTION OPENINGS 


N1086 

OHIO—CAS. PROD. SUPVR.—$9,500 
N1087 

NEB.—CAS. SPEC. AGT.—$8,000 
N1088 

N. CAR—FIRE SPEC. AGT.—$8,000 
N1089 

DAKOTAS—M. LINE SPEC. AGT.—$7,800 
N1090 

IND.—FIRE SPEC. AGT.—$7,500 
N1091 

1OWA—M. LINE SPEC. AGT.—$7,500 
N1092 

TENN.—FIRE SPEC. AGT.—$7,200 
N1093 

PEORIA—CASUALTY SPEC. AGT.—$7,200 
N1094 

W MICH.—JR. FIRE SPEC. AGT.—$7,000 


N1095 
MO.—CASUALTY SPEC. AGT.—$6,800 
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Next time you're faced with 
a turned down auto risk, 
don’t say ‘‘No’’... contact... 







GENERAL AGENTS 


Alabama . MILLER and WEBSTER, INC. 

The Madrid Building 

Louisville, Kentucky JU 4-1748 
Arizona . SPECIAL RISK INSURANCE SERVICE 

611 South Catalina 

Los Angeles, California DUnkirk 8-3313 
Arkansas... . SOUTH CENTRAL UNDERWRITERS 

2508 Cedar Springs Avenue 


Dallas, Texas RI 8-4026 
Florida. . IRVIN B. GREEN & ASSOCIATES, INC. 
DORNBERGER & COMPANY, INC. 
Gas Company Building 


Prudential Building 
Jacksonville, Florida EX 8-694] 
TRANSPORTATION INSURANCE UNDERWRITERS 
2787 Oakland Park Blvd. 
Fort Lauderdale, Florida LOgan 4-9631 
Georgia ... SPECIALTY INSURANCE AGENCY, INC. 
28 12th Street, N. E. 
Atlanta, Georgia TR 3-1082 
Hawaii. . . .. (See Arizona) 
Idaho. ... . C. ED COCHRANE & COMPANY, INC. 
(NON-STANDARD & Ss Sioux Falls, South Dakota Phone: 4-7761 
Kansas. TAYLOR & COMPANY, INC. 
214 Carlinghouse Building 
Topeka, Kansas FL 7-4457 
Kentucky. (See Alabama) 
Michigan. PRODUCERS AGENCY CORPORATION 
504 Eddy Building 
Saginaw, Michigan PL 3-5467 
Minnesota FRANK J. DELMONT AGENCY, INC. 
2397 University Avenue 


920 Second Avenue 
St. Paul, Minnesota MI 5-6421 















Seattle, Washington MA 2-7553 
lowa.... .. BJORNSON, INC. 

36 North Third Street 

Moorhead, Minnesota CE 3-1503 























Mississippi. (See Alabama) 

Missouri. . . (See Kansas) 

Montana. (See BJORNSON, Inc., lowa) 

Nebraska . (See DORNBERGER & CO., lowa, 
and TAYLOR & CO., Kansas) 

Nevada. . .. (See Arizona) 

North Dakota (See BJORNSON, Inc., lowa) 

Ohio... INTER-STATE GENERAL AGENCY CO. 






262 East Market Street 
Warren, Ohio EX 5-1148 
THOMAS E. WOOD, INC. 
28th Floor — Carew Tower 
Cincinnati 2, Ohio DU 1-1500 
Oklahoma. .. (See Arkansas) 
Oregon......... (See Idaho) 
South Carolina... (See Georgia) 
South Dakota. (See DORNBERGER & CO., lowa) 
Tennessee. . (See Alabama) 
Washington. .... (See Idaho) 






















CENTRAL CASUALTY COMPANY 


ASSETS $2,066,122.04 + POLICY HOLDERS SURPLUS $845,942.97 + DECEMBER 31, 1960 
Full coverage for declined, cancelled or non-renewed passenger car risks. 























CENTRAL CASUALTY COMPANY - 1633 Centra! Street, Evanston, lilinois 


Please send me rates and information! 







Use this convenient coupon for 


Name 


obtaining rates and information 





Company 





Address 





> 


City 7 Zone State 








S. D. Mutual Agents 
Elect Jack Theeler 
President At Annual 


YANKTON, S. D.—Jack Theeler, 
Sisseton, was elected president of 
South Dakota Assn. of Mutual Insur- 
ance Agents at its ninth annual con- 
vention here. Ralph Fijellin, Sioux 
Falls, moved into the vice-presidency. 

Facilities here were so attractive 
that several of the agents expressed 
hope they could return to the same 
spot next year, an idea that was 
turned down by the Yankton contin- 
gent only because it felt it was un- 
healthy for an association to keep re- 
turning to the same meeting place. 
Approves Permanent Secretary 

In other business, the association 
approved the appointment of a per- 
manent secretaryg and a committee 
will screen applicants for the job; 
adopted a resolution requesting the rat- 
ing bureau to investigate the need 
for more adequate extended coverage 


ALL R 


on... Buildings 
Personal Property 
U&«O 
Extra Expense 


Tailor-made basis. 


@ Difference in Conditions or 
Balance of Perils. 


@ Parasol. 


Call or Write 


ILLINOIS R.B. JONES Inc. 


C. Reid Cloon 
Chairman 


EXCESS LIABILITY ANY NATURE ¢ FIRE AND ALLIED COVERAGES * OL&T, PRODUCTS AND ALL 
FORMS OF LIABILITY INSURANCE ¢ MALPRACTICE LIABILITY © GROUP ACCIDENT & SICKNESS 
OVER-AGE PERSONAL ACCIDENT * EXCESS MOTOR TRUCK CARGO « INLAND MARINE 





Special Property Coverages on 


All-risk deductible coverage. 
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rates in the Rapid City area, and voted 
to raise annual dues to $20 from $17.50. 

The agents were treated to quite an 
array of speakers during their two- 
day meeting, including their national 
association’s general manager, Wil- 
liam Stringfellow; South Dakota Com- 
missioner Robert Hurlbut; Rollie M. 
Slotten, a Des Moines agent; Phillips 
Huston, editor of Bulletins on Effect- 
ive Agency Management for Rough 
Notes; R. C. Swanson of Tri-State 
Mutual; C. E. McLaughlin, Fire Un- 
derwriters Inspection Bureau; and E. 
A. Patterson, dean of the school of 
business, University of South Dakota. 

Mr. Stringfellow brought the South 
Dakota agents up to date on how the 
national association’s stand on such 
things as prior approval, opposition to 
the Kefauver bill, and its concern 
with the mutual tax bill. It also out- 
lined the national association’s group 
major medical and life insurance 
plans. 

Mr. Huston showed a number of 
cost cutting, time-saving ideas in the 
agent’s role of office manager, pur- 
chasing agent, personnel manager and 
advertising manager, which in turn 





SK ? 


can produce more productive selling 
hours. Mr. Swanson discussed the pub- 
lic and institutional property forms. 
Dean Patterson was the banquet 
speaker, blending humorous anecdotes 
of his 36 years as a professor with 
some serious thoughts on the role of 
the independent agent. Mr. Slotten 
spoke out against fictitious groups and 
franchises. 

On the social side, in addition to the 
banquet, the agents were treated to a 
beefsteak breakfast (courtesy of the 
Foster Adjusting Co., Sioux Falls), 
and the early arrivals enjoyed a boat 
ride on the nearby Lewis and Clark 
Lake. 


Allstate Promotes E. ]. Noha 

Edward J. Noha, home office execu- 
tive information manager for sales of 
Allstate, has been promoted to execu- 
tive information director. Mr. Noha 
has been with Allstate since 1955, 
starting as a staff auditor in the east 
central zone. He later became a man- 
agement trainee and subsequently con- 
troller in the New Jersey regional of- 
fice. He was promoted to his present 
position in 1960. 








Jay W. Gleason, C.P.C.U. 
President 


REINSURANCE 


175 West Jackson Boulevard + Chicago 4, Illinois « 


Teletype: CG 1301 


WAbash 2-8544 
Cable: JONESSON-CHICAGO 
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Health Legislation 
Reviewed For Ill. 
A&S Underwriters 


Recent legislation in the health field 
was reviewed by Joseph Peel, counsel 
at Chicago for Health Insurance Assn., 
at the opening fall meeting of IIli- 
nois A&S _ Underwriters Forum. 
Frederick Dirrick, Municipal of Chi- 
cago, a vice-president of the forum, 
presided at the well-attended meeting. 

Other officers are William Bruce, 
Employees Life, president; Robert Fo- 
gle, Hooper-Holmes, and James Con- 
way, Prudential, vice-presidents; Wil- 
liam Phelps, Bankers Life & Casualty, 
corresponding secretary; John Conlon, 
Prudence Life, recording secretary, and 
Charles Hass, Combined of Chicago, 
treasurer. 


In ‘Young Adult’ Stage 


Mr. Peel described health insurance 
as being in its “young adult” stage. 
It is symptomatic of this stage, he 
said, that there has benen so much leg- 
islation pertaining to the health field 
within the past few years. 

The facts he gave demonstrated that, 
almost without exception, legislation 
opposed by HIA has failed, while that 
supported has been passed. State health 
measures that would have restricted 
the right to cancel, regulated rates, 
enforced compulsory non-occupational 
disability, and provided for mandatory 
pro rating ran into firm HIA opposi- 
tion. So did the Forand bill. All were 
defeated, though Mr. Peel stressed that 
much of this legislation is likely to 
come up again. 

His description of a bill recently de- 
feated in California drew exclamations 
of surprise and disapproval from his 
audience. This measure would have 
labeled all health policies A, B, C, or 
D. An “A” policy would have been de- 
fined as one on which sufficient expe- 
rience had been developed to produce 
a 75% loss ratio. For a group policy, 
the required “A” ratio would be 85%. 
If the loss ratio were not reached 


within a year, the difference between 
(CONTINUED ON PAGE 47) 





Kan. Mutual Men Hear Cox 


Kansas Assn. of Mutual Insurance 
agents at its annual convention in 
Topeka heard Ezra A. Cox, Poplar 
Bluff, Mo., selected last year as Mr. 
Mutual Agent by NAMIA, urge agents 
to make their own personalities and 
the image of the insurance business 
synonymous. Building the image of the 
agency as a “good place to buy insur- 
ance” is the surest way to guarantee 
he success of the business, he said. 

Among qualifications necessary to 
create an effective image, Mr. Cox 
listed continuing knowledge of the 
business, neat appearance, and an at- 
titude which reflects confidence in the 
agency system. He pointed out that 
participation in civic, social and po- 
litical activities is also helpful, al- 
though he cautioned against overex- 
posure “merely to pick up a few easy 
customers.” 

Mr. Cox made a strong appeal for 
participation in association work. “How 
better to impress your client with your 
ability than to be a director or officer 
of a successful state and _ national 
agents association?” he asked. 


) 











Assn. of Fire Insurance Examiners | 


of Chicago held its initial meeting of 
the season last week. Principal speak- 
er was Russell Hanchette Jr., Frey- 
Hanchette agency, Elgin, Ill. 
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*serves/ vou first” 


YOUR ndependent 
Lisurance /AGENT 


a 


When a client presents a claim he 
suddenly finds out just how important 
“that piece of paper” really is. 

He learns a lot about your company, too, 
particularly its claim policy. 

You have a big stake in how well his claim 
is handled for a satisfied client means 
business stays on the books 

and attracts new business. 

Travelers agents sell with confidence 
and enthusiasm for they know 

they are backed up by a great claim 
organization, a staff that handles more 
than 60,000 claims every week. With 
more than 4,310 full time Travelers claim 
people in key locations throughout 

the U.S. and Canada, agents know these 
60,000 claims are handled smoothly, 

with promptness, efficiency, and courtesy. 
Another solid reason why Travelers 
serves you and your clients best... 


for all forms of insurance. 


THE TRAVELERS INSURANCE COMPANIES 


Hartford 15, Connecticut 
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2,000 Attend NAIA Rally In Dallas 





Ellis Urges Agency Getting Ready To Transter The Gavel 


a : ig? % 


System Partners To 
Make Joint Effort 


Sees Agents Particularly 
Badgered, But Admits To 
Problems On Both Sides 


DALLAS—The agent—one of the 
partners in the agency system—is 
faced with the 
greatest challenge 
that has ever beset 
him, Porter Ellis 
of Dallas declared 
in his presidential 
report at the 
NAIA annual. At 
a time when the 
cost of living in- 
dex shows an in- 
crease every 
month, agents face 
the paradox of a 
vicious rate war. 

The price for their product constant- 
ly decreases and, most serious of all, 
commissions decline. 

These conditions have obtained for 
several years, to the point where mar- 
ginal agents have been eliminated 
from the insurance scene and many 
others have been forced to the brink 
of financial disaster. 

Mr. Ellis urged agents to be honest 
with themselves and admit that in 
many instances “we have not faced up 
to the realities of life, recognized the 
transitory period of time that we are 
going through and prepared ourselves 
and our staffs to meet adequately the 
challenges of the market place of to- 
day.” 

The day of the order taker has gone 
for good, Mr. Ellis said, coming to his 
main point of “no free pie in the sky.” 
The big difference now is profession- 
alism, knowledge, salesmanship and 
service. 





Porter Ellis 


Company Difficulties 


He conceded that companies—the 
other partner in the system—also have 
their problems. Agents should recog- 
nize them and offer to assist compan- 
ies in solving them. It is not reason- 
able for the partners to question each 
other’s motives and integrity, just be- 
cause they may not agree on certain 
specific matters. Mutual respect and 
confidence must win out over distrust 
which is an infectious disease that 
cannot be allowed to develop. Mr. Ellis 
sees eventual success for the partners 
of the system if they act with and in 
good faith. 

Mr. Ellis admitted that he was not 
making a complete report of the ad- 
ministration for the past year. He did 
not feel qualified to do so without 
invading the prerogatives of the com- 
mittee chairmen. 

One high point of the year was the 
maintenance and strengthening of 
lines of communication with various 
company organizations, Mr. Ellis ob- 
served. He foresees continued cooper- 
ation in this regard, with the agents 
doing their share. One assurance of 
this future is the gratifying record of 
meetings with the bureaus and with 
the company organizations during his 

(CONTINUED ON PAGE 22) 


Porter Ellis of Dallas, outgoing president of NAIA, right, and Cooper 
Cubbedge of Jacksonville, incoming president, at the Dallas convention. 





WHITE, STRAIN, HANSON HEARD 





Most Agents Favor Prior Approval; 
Three Analyses Of Kefauver Report 


DALLAS—National Board of State 
Directors approved an NAIA execu- 
tive committee statement of position 
on rate regulatory matters after a 
three man review of the No. 2 report 
of the Senate subcommittee on anti- 
trust and monopoly. The agents re- 
gard continued positive regulation and 
taxation of insurance by the states as 
in the public interest. 


Avoiding Unbridled Competition 


Also, rate making should not be left 
to unbridled competition. That is not 
for the good of the public, the indus- 
try, or the regulatory authorities. 
Widespread removal of prior approval 
will be an open invitation to such 
competition. 

In addition, the rate making func- 
tions of bureaus and advisory organ- 
izations are essential to the orderly 
conduct of the business. The state- 
ment attached “great significance to 
the philosophy in the _ conclusions 
reached by the subcommittee to re- 
view fire and casualty ratings laws 
and regulations, the report of which 
was adopted” by the commissioners. 
The agents commended the position 
taken by the NAIC. 

Morton V. V. White of Allentown, 
Pa., chairman of the federal affairs 
committee; Robert W. Strain, execu- 
tive secretary, and George S. Hanson, 
general counsel of NAIA, analyzed the 
Kefauver report on insurance. 


Strain Notes Subjectivity 


Mr. Strain observed that the report 
is full of subjectivity and value judg- 
ments. The subcommittee did not in- 
vite persons from all states whose 
laws were criticized for a presenta- 
tion of the effectiveness of their par- 
ticular laws. For example, Texas fell 
under heavy criticism, yet no one was 
invited from the board of insurance 





there, or anyone else, for testimony on 
that state’s laws. 

An entire chapter is devoted to cri- 
ticisms of rating practices and regula- 
tion without a comparable chapter 
representing the opposite view, Mr. 
Strain pointed out. Testimony quota- 
tions were lifted at length to support 
critical views and isolated cases were 
taken as examples of argumentive 
points. 

There is, he added, absolutely no 
emphasis on the shifting of burden 
from the business under prior approv- 
al statutes to the commissioner under 
no prior approval. This was one of the 
important factors which influenced 

(CONTINUED ON PAGE 15) 
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Agenis Back Stand 


Of NAIC For Prior 
Rate, Form Approval 


Full Card, Texas Hospitality 
Are Features Of Convention; 
Cubbedge To Presidency 


DALLAS—A program so full that 
one count put the number of perform- 
ers at 57 featured the 65th annual con- 
vention of National Assn. of Insurance 
Agents here. The crowd was a big one, 
approximately 2,000, and might have 
set a record except that the clean-up 
of claims from Hurricane Carla kept 
an estimated 200 Texas and Louisiana 
agents from attending. 

The crowd that attended the get- 
together buffet Sunday evening 
stretched the Grand Ballroom to ca- 
pacity as agents ate Texas fare of beef 
and ribs and drank beer, the Texas 
champagne. Guests were furnished 
with red bandana kerchiefs, which 
added a touch of real color to the 
affair. 

The National Board of State Direc- 
tors backed the National Assn. of In- 





The editorial and pictorial coverage 
of the NAIA convention in Dallas was 
by Kenneth O. Force, executive editor 
of The National Underwriter, and by 
James C. O’Connor, executive editor, 
and Bernard P. McMackin, associate 
editor of the F.C.&S Bulletins of the 
National Underwriter Co. 





the Gerber subcommittee in its final 
surance Commissioners in its support 
of prior approval of forms and rates. 


Cubbedge New President 


Cooper M. Cubbedge of Jacksonville 
moved up to the presidency to succeed 
Porter Ellis of Dallas. Hayne P. Glover 
Jr. of Greenville, S. C., executive com- 
mitteeman, past president of the South 
Carolina association, and long active 
in NAIA affairs, was scheduled to go 
up as vice-president. 

Presidential citations for achieve- 

(CONTINUED ON PAGE 42) 








W. F. Powell Jr. of Westlaco, Arthur G. Randol of San Antonio, and 
William P. Bell of Dallas, Texans all, with J. Renau Garr of Kansas City, 
having coffee at the Continental-National booth during the NAIA convention 


in Dallas. 
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President — 
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JOHN E. GRAY, F.S.A. 
Executive Vice President 
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EDWARD CHEEK 
Vice President 
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: THE Gow COMPANY 


Why is Illinois Mid-Continent 
attracting many of the top general agents 
. in America? They’ll tell you that IMC LESTER MW. WINTZ company, THEY ARE 
' shares the outlook of the man in Second Vice President PART OF THE 
) the field, minimizes his problems, offers COMPANY. You too can 
recognition, rewards and more. : 

qualify for our unusual 


IMC general agents and 
producers earn an additional 
plus. These men are not 
just representatives of the 





e New, competitive policies based on the 
1958 C.S.O. mortality table... plus! 


© Top Agency commission contracts . . . plus! 


profit plus plan. Write 
President John Weaver 
today to learn how you can 
become a General Agent and 
realize these added rewards. 


e Effective new sales tools... plus! 





e Liberal underwriting. 
pS 


CHARLES BRUCE 
Second Vice President 
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Mb vis MIN CONTINENT Le iostigact Company 


137 N. MICHIGAN AVE. - 
CHICAGO 11, ILL. - 
WHITEHALL 4-0348 
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NO SUCH ANIMAL? 


We've heard it said that competitive rates can’t, in the long 
run, be combined with quality insurance. 

May we differ? 

Selected Risks provides a marketing program for capable 
agents that includes attractive rates, fine field services and 


prompt attention to the needs of policy-holders. 


Your inquiry is sincerely invited. 


SELECTED RISKS INSURANCE COMPANY 


BRANCHVILLE, NEW JERSEY 


LICENSED IN: CONNECTICUT « DELAWARE 
DISTRICT OF COLUMBIA * MARYLAND + NEW JERSEY 
PENNSYLVANIA « RHODE ISLAND + WEST VIRGINIA 
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) Pe Traditional Home 
of 

_ World Wide Service 
ARNE FOUGNER “—— 


president z ; ~ 





CHRISTIANIA GENERAL 
INSURANCE CorP. of New York 


102 WHITE PLAINS ROAD 
TARRYTOWN, N. Y. 








FieNATIONAL UNDERWRITER 





September 29, 196] 


See Bureau Actions As Help 
To Agents In Competitive Climate 


Intelligent cooperation with National 
Bureau and other organizations was 
reflected in the re- 
port at Dallas by 
Roy H. MacBean, 


Cranford, N.J., 
chairman of the 
NAIA casualty 


committee. 

One of the more 
important recent 
developments in 
the business has 
been a proposal by 
the bureau to “up- 
date” the exper- 
ience and schedule 
rating plans in various jurisdictions. 
This will make it permissible to com- 
bine risks under automobile, general 
liability, burglary or glass experience 
and schedule rating plans, and there- 
fore make bureau companies better 
able to meet strong competition from 
independent companies for certain 
classes, Mr. MacBean said. 

He noted that companies have de- 
veloped group dividend plans and oth- 
er methods to insure _ individually 
owned employe cars, even though the 
cars belong to persons whose usual 
duties involve the use by the employes 
of their privately owned motor vehi- 
cles in the business of the employer. 

Mr. MacBean explained that in or- 
der for vehicles owned by employes to 
be subject to rating on a combined 
fleet basis, they must meet seven un- 
derwriting’ conditions of eligibility. The 
casualty committee has received a 
copy of these proposals and has re- 
viewed them with William Leslie Jr. 
and James Cahill of the bureau. The 
committee members privately feel that 
this is a step to make their companies 
more competitive. 

Mr. MacBean stressed the import- 
ance of the recent filing by the bu- 
reau, making its automatic coverage 
on outboard motors complete and in 
agreement with the handling of this 
problem by Inter-Regional Insurance 
Conference, which recommends rules 
and forms for homeowners. 

The bureau’s general liability divi- 
sion has also agreed to adopt a com- 
mittee recommendation that experi- 
ence be divided as respects policemen 
and firemen, and the bureau will 
shortly set up separate codes, one for 
policemen and another for firemen. 

The committee has taken up with 
the general liability division a prob- 
lem in connection with products lia- 
bility for bottlers, Mr. MacBean re- 


R. H. MacBean 





Board Secretaries Meet 


The local board secretaries snatched 
two breakfast sessions for their in- 
formal discussions during the NAIA 
meetings at Dallas, with L. W. Mo- 
hundro, Dallas, in charge. Out of 24 
eligible full time secretaries in the 
country, 18 attended, the largest num- 
ber yet. The group was decidedly 
pleased when R. W. Barnes Jr., Louis- 
ville, presented each member with a 
Kentucky Colonel’s commission. 

D. L. Clark, Milwaukee, was elected 
chairman for the coming year and E. 
F. Gallagher, Chicago, vice-chairman. 
L. R. King, Cincinnati, agreed to con- 
tinue as secretary. L. E. Woodbury, 
Jr., Wilmington, N. C., past NAIA 
president, described the national pro- 
gram for hiring the handicapped and 
asked for cooperation at the local lev- 
el. Public relations and advertising 
programs were prominent among the 
subjects discussed. 


ported. The bureau agred to investi- 
gate, not only through the soft-drink 
industry, but also through trade or- 
ganizations of bottle manufacturers, 
whether or not any changes in classi- 
fications should be made in the pres- 
ent handling of products liability. 
Possible changes would hinge upon 
size and capacity of bottles used. Ap- 
parently, the 10 and 12 ounce bottles 
are now used much more widely than 
bottles with a capacity of seven ounces 
or less. This will be the subject of in- 
creasing study by the general liability 
division and the casualty committee. 

The safe driver and merit rate auto 
plans continue to be introduced and 
are now in more than 40 states, Mr. 
MacBean continued. It is too early to 
expect standardization in either the 
form of the safe driver panel, or in the 
applications. However, the problem is 
largely solving itself. 

Mr. MacBean recalled that Mr. Les- 
lie reported to National Assn. of In- 
surance Commissioners in June at 
Philadelphia, that the bureau is be- 
ginning to get California statistics that 
appear to be reliable. The bureau also 
has some interesting Texas statistics, 
some of which include the first six 
months of 1960, and others which in- 
clude the entire 1960 calendar year 
(collision only). 


Safe Driver Results 


There were material changes made 
in the Texas plan after it was intro- 
duced Jan. 1, 1960, Mr. MacBean re- 
called. The expected distribution of 
operators and vehicles by number of 
points was based upon a study of driv- 
er records furnished by the Texas de- 
partment of public safety. The prelim- 
inary data shows a higher percentage 
of vehicles falling into the zero or no- 
point group than was expected in the 
first study. But when the original es- 
timates were corrected for various ac- 
cident exceptions considered essential 
to effect operation of the plan, when 
certain accidents and convictions aris- 
ing from operation of uninsured auto- 
mobiles were eliminated, and when re- 
porting was improved through secur- 
ing a rating information form, the ac- 

(CONTINUED ON PAGE 23) 


Record Number Of NAIA 
Exhibitors At Dallas 


More than 40 firms, a record num- 
ber, had special displays at the Dallas 
convention of NAIA. This was in ad- 
dition to a number of hospitality suites. 
The exhibitors included American For- 
eign Insurance Assn., Adams Institute 
of Marketing, Road-Aid, Recording & 





Statistical, Afco, Rough Notes and 
American Agency Management Bu- 
reau. 


Also, IBM (a big one) plus a sep- 
arate one for Service Bureau Corp., 
IBM subsidiary; NAIA, American In- 
ternational Underwriters, U. S. Avia- 
tion Underwriters, National Automo- 
bile Dealers (used car guide), Airkem, 
Travelers, Continental-National, Home 
(which also maintained a special reg- 
istration desk for its agents) and Gen- 
eral Adjustment Bureau. 

Also, President’s Committee on the 
Handicapped, St. Paul group, National 
Trade Show Publications, W. N. Kirsh- 
ner & Associates of Chicago, Pictorial 
News Publications of Eastchester, N.Y., 
Success Motivation Institute of Waco, 
Merritt Co. of Santa Monica, General 
Electric (lightning protector), and 
North America. 
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Committee Reports Reflect Busy Year 


Eyes Homeowners’ Dangers, Restrictive 


Underwriting, Low Value Dwelling Plans 


In his Dallas report as chairman of 
property 


NAIA’s committee, Julian 
Lenke of Cincin- 
nati took issue 
with homeowners 
revisions. 

He noted that 
rating authorities 
claim that premi- 
um reduction and 
expansion of pro- 
tection is war- 
ranted by the loss 
experience on 
homeowners. How- 
ever, Mr. Lenke 
questions the suf- 
ficiency of available statistics. In many 
cases homeowners premium now ap- 
proximates that for fire and extended 
coverage on the dwelling alone. Also, 
as the public becomes aware of the 
broad homeowners protection, it is 
reasonable to assume that loss experi- 
ence will worsen. Resulting dangers 
are the over-all effect on the produc- 
er’s income, and the possibility of a 
future sad loss experience which may 
result in a tightening of the market 
and restrictive company underwriting. 

Mr. Lenke reported that the option- 
al continuous renewal homeowners 
plan has been filed in a number of 
states, but there has been no great 
rush by companies to adopt its pro- 
cedures. It is evident that the plan 
can be effectively used only on a di- 





Julian Lenke 


rect billing operation, and his com- 
mittee has indications from at least 
two companies that they are not em- 
bracing the program. On the other 
hand, the committee has expensive 
advertising material of one company 
that is pushing the continuous renew- 
al procedure—on either a quarterly, 
semi-annual, or annual direct billing 
basis. 

It would appear that mortgage bank- 
ers—particularly those who escrow in- 
surance accounts—are not interested 
in a program where billings are to be 
made on a quarterly or semi-annual 
basis. 


Cites Restricted Classes 


The committee has received letters 
from several agents indicating an in- 
creasing tendency of companies to re- 
strict writings on certain classes, Mr. 
Lenke continued. This has been par- 
ticularly true of shopping centers and 
super-markets—and, in one case, even 
a risk insured under the PIP. It seems 
inevitable that if the premium income 
is inadequate on an_ underwriting 
subject, the market will slowly dry up. 
The committee intends to pursue this 
subject, to determine if steps cannot 
be taken to raise the rates on classes 
which are restricted, so that a ready 
market can be found for properties 
which should normally be desirable. 

While the problem of insuring low 

(CONTINUED ON PAGE 21) 


Murray Warns NAIA As 
Members Decline By 187 


NAIA membership at Sept. 1, 1961, 
had declined to 34,584 from 34,771 at 
the same date in 1960, for a net loss of 
187. 

Joseph L. B. Murray, Washington, 
D. C., chairman’ of the local board and 
membership committee, reported that 
late in July state associations were 
asked to furnish membership totals 
and pertinent data to the committee. 
No reply was received from 11 states. 


Vexation Will Continue 


Non-payment of dues continued as 
the chief cause of the dropped-mem- 
bers total of 2,538, Mr. Murray said. 
This is a vexation that will continue 
and that Mr. Murray does not feel able 
to solve. 

Reporting states showed a drop of 
204 through mergers, and 387 agen- 
cies either went out of business or 
were sold, while 302 agencies asked to 
be dropped. On the brighter side, 2,- 
055 new members were added and 296 
were reinstated. 

Strong Warning 

Mr. Murray said that the net loss 
of 187 members should not be taken 
lightly. It was the first at the national 
level in many years. Stronger efforts 
must be made by the executive com- 
mittee and the National Board of State 
Directors to drive home at the state 
level the urgent need for a larger and 
stronger membership. Lacking this ef- 
fort, it is quite possible that the mem- 
bership will continue to decline, Mr. 
Murray warned. 
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Current dangers, opportunities, 
present problems and anticipated de- 
velopments received almost equal at- 
tention in the well rounded committee 
reports presented by the conscientious 
chairman of these units at the Dallas 
NAIA annual. 

Company subsidization of agency 
producers is a_ threat; automated 





J. L. B. Murray Jr. 1. A. Rosenbaum Jr. 


agency accounting is full of promise; 
compulsory auto bills have been 
headed off; bond lines are a headache 
and an opportunity at the same time; 
education is making headway; rural 
agents have advanced in stature, and 
highway safety calls for urgent agent 
efforts. These and other points were 
made in the reporis. 





Agency Management 





The report of the agency manage- 
ment committee by its chairman, Ros- 
ser Long, Fayetteville, W. Va., placed 
stress on futures as well as on practi- 
cal present realities. 


The committee has made studies on 
(CONTINUED ON PAGE 26) 











Thank you for your business, 
BIG “T° agents! 


Our company is proud to announce to members of the N. A. L A. a new 


service, at no additional cost, which should make... . 


A BIG DIFFERENCE! 


To further the use of our items on a planned basis, OUR COMPANY ON ORDERS TOTALING $100.00 OR 
MORE, OFFERS AT NO ADDITIONAL COST TO N.A.I.A. MEMBERS, A DEFERRED PAYMENT PLAN! 
(4- equal payments over 12 months) There are no forms to fill out. THE FACT YOU ARE AN N.A.I.A. mem- 
ber precludes the necessity for a credit investigation. 
Agents who prefer to order on a check-with-order basis may deduct 5% from listed catalogue prices for paying 
cash, and of course, there are no minimum order requirements. 


Please send for our FREE 12-page catalogue. Any items depicted will be sampled FREE upon request. 


Advertising items that depict only your own advertisement assures customers and prospects yours is an Independent Agency. 
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Unionville, Connecticut 
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Staff members at NAIA headquarters during convention in Dallas: Maurice 
G. Herndon, Washington manager; James R. Mathews, assistant executive 
secretary and director of advertising and public relations; Peter P. Long, edi- 
tor of the American Agency Bulletin, and George S. Hanson, general counsel. 


H. W. Mullins 
of Rockford, 
George J. Nicoud, 
executive secre- 
tary of the Illinois 
association, and 
Milton W. Mays, 
vice-president of 
America Fore 
Loyalty, at the 
Dallas session of 
NAIA. 


J. S. Sheiry, 
Bridgestown, N. J.; 
L. P. Sigel, Jr. 
Philadelphia, vice- 
president Pennsyi- 
vania association; 
F. D. Moses and 
M. W. Davis, exec- 
utive vice-presi- 
ident and secre- 
tary—manager of 
the Pennsylvania 
association. 



























Milton R. Chev- 
erton of San Die- 
g0, Hayne P. Glo- 
ver Jr. of Green- 
ville, S. C., and 
Fred H. Johnson 
of Columbus, O., 
at the executive 
committee table of 
NAIA in Dallas. 


‘rica Fore 
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y 8 Harold Gee of 
America Fore 
Loyalty at the 
Dallas convention 
of NAIA. In the 
background is the 
registration desk. 
Mr. Gee produced 
the customary 
America Fore 
Loyalty booklet 
containing the 
names of _ regis- 
trants. 


Members of the 
NAIA _ executive 
committee at work 
in pre-convention 
session in Dallas: 
Peter J. Walsh, 
Denver; H. H. 
Nelson, Council 
Bluffs; and S. H. 
Warner of Mem- 
phis. 


Mrs. Naumann, 
Franklin E. Schaf- 
fer of Doremus & 
Co., the Big I ad- 
vertising agency, 
and Gus Naumann 
of Atlanta, during 
the NAIA conven- 
tion. 


From south. of 
the border: Two 
insurance men 
from Mexico, 
William F. Ellis 
and Lorenzo E. 
Nieto Jr., of the 
foreign depart- 
ment of Seguros 
La Comercial, 
shown at the 
NAIA convention 
in Dallas. Between 
them is a bright 
colored serape and 
one of the three 
handsome Mexi- 
can sombreros 
which they pre- 
sented to the in- 
coming president 
and vice-president 
of NAIA and the 
outgoing president 
during the convention. Seguros La Comercial, the parent company of a seven- 
insurer group is interested in participating in business developed by Ameri- 
can producers on American risks in Mexico. The group also wants to assist 
U. S. producers with problems in Mexico. At Dallas Messrs. Ellis and Nieto 
distributed a number of copies of the pamphlet, Facts About Mexican Insur- 
ance, which the group has prepared and which is available gratis at the head 
office, Paseo de la Reforma 116, Mexico 6, D.F. 
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Old and new of- 
ficers of state sec- 
retary -managers 
group after annual 
meeting: L. E. 
Greer, Columbia, 
South Carolina 
manager, new sec- 
retary; Carroll 
Swickey, Oklaho- 
ma executive sec- 
retary, new chair- 
man of the group; 
Alan Tebb, Port- 
land, Oregon exe- 
cutive secretary, 
outgoing chair- 
man. 


} 


A group of Dallas agents who greeted those attending convention in Dallas: 
Don D. Barnett, George S. Phillips, J. Ray Scott, and Clyde R. Baxter. 


Checking in at 
the NAIA conven- 
tion in Dallas, 
John R. _ Barry, 
president of Cor- 
roon & Reynolds, 
Raymond Muth of 
Newark, president 
New York state 
association, and 
Mrs. Muth. 


The Answer Men: W. E. Newcomb, president Great American; Porter Ellis, 
Dallas, NAIA president; Kent Parker, general manager Inter-Regional In- 
surance Conference, and T. Nelson Parker, Virginia commissioner and presi- 
dent National Assn. of Insurance Commissioners, who answered questions 
in Dallas. 


Joseph T. Foster 
of Afco and Joseph 
L. B. Murray of 
Washington, D.C., 
Afco user, discuss 
premium financing 
at the Afco display 
during the NAIA 
convention in 
Dallas. 


At Look magazine’s display during the NAIA convention in Dallas: John 
McCarthy of Doremus & Co., New York advertising agency; Edna Menchaka 
of Look: Charles F. Lilly of Jonesboro, Ark., and Al W. Weller of Mitchell, S. D. 


Gibson Steven- 
son of Houmiy, La., 
Ralph Wright of 
Hartford Fire, 
Richard L. Urban 
of Home at Dallas, 
and F. E. Whitlock 
of Home at New 
York, chatting 
during the NAIA 
convention in Dal- 
las, in front of the 
Home display. 


Stuart E. Graham of Wilkes-Barre, president of the Pennsylvania asso- 
ciation; Gleeson L. Payne of Pasadena, R. C. Stevenson of Reno, and Roger 
Chickering of Oakland at Dallas. 
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Analyzes Honest Cover Need And 
Gives Specific Sales Methods 


The “climate” in the U.S. is favor- 
able to dishonesty losses, and the pres- 
sure of daily living is weakening em- 
ploye resistance to the dishonest dol- 
lar, according to George A. Conner, 
vice-president of Fidelity & Deposit. 
In his. talk at the fidelity and surety 
workshop at the annual NAIA meet- 
ing in Dallas, he said that the time is 


ripe for the sale of honesty bonds. 

To date, only 10% of this market 
has been sold. Interestingly, estimated 
fire losses and estimated dishonesty 
losses are the same—$1 billion. But in 
1960, the insurance business paid 
$919,269,649 in fire losses and only 
$52,759,153 in honesty bond _ losses, 
Mr. Conner noted. . 


The story of such bonds is getting 
around, however. Premiums in 1960 
went over $100 million for the first 
time. 

Mr. Conner advised agents to deter- 
mine how many of their own ac- 
counts have not purchased honesty 
bonds. Next, they should consider 
whether accounts with such coverage 
have adequate amounts. 

He gave agents three points to re- 
member as the possible germination 
of honesty bond sales: 

1. Too many employers associate an 





embezzler with the hardened criminal. 
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SELECT-a-COVER 
CRIME PLAN! 


Every Business needs proper protection against Crime 
Losses. Every Business needs Crime Protection tai- 
lored to its own exposures. 


Whether it be Messenger Robbery, Interior Robbery, 
Home of Custodian, Safe Burglary, Money and Se- 
curities Destruction, Employee Dishonesty, Forgery 
and Alteration, Bad Checks or Counterfeit Money 
protection, you may provide “any or all” with The 
Western’s Select-a-Cover Crime Plan . . . and in the 
amounts desired. All are subject to one, low policy 
minimum premium. 
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In Addition, The Western’s new Combination Store- 
keepers Policy combines the advantages of the Select- 
a-Cover Crime Plan with Comprehensive Storekeep- 
ers Liability coverage, making a neat, modern package 
for qualifying retail stores. 


YES, The Western always looks ahead. Western 
Agents are provided with “what it takes” not only in 


Crime and Liability facilities but also for Automo- 
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If everyone could be made to realize 
that this is a fiction, the sale of hon- 
esty bonds would be made much eas- 
ier. Prospects must be made to realize 
that embezzlers are usually long-time 
honest and trusted employes. The act 
of embezzlement is not an impulsive 
thing, but something that comes about 
gradually as the employes rationalize 
their situation. In one theft recently, 
the manager of a food chain store 
waited 39 years before abstracting 
$800 of his company’s funds. 

2. Too many agents, as well as 
branch office personnel, are belittling 
honesty insurance by talking about 
small penalty bonds. Some producers 
believe the best approach to the sale 
of an honesty bond is to start out by 
selling a small amount, in the belief 
that the premium is the real consid- 
eration. There is really no point in any 
insured carrying a $2,500 or a $5,000 
honesty bond. If an industrial or com- 
mercial concern only needed a $2,500 
or a $5,000 fire policy, it is doubtful 
if many of them would purchase such 
protection. They would figure that 
such a loss could be taken out of their 
profits without too much concern. On 
the other hand, if the producer tries 
to sell a prospect a $25,000, a $50,- 
000 or a $100,000 bond, he empha- 
sizes the fact that the insures is vul- 
nerable to a loss in such amounts. The 
prospect will then give the same con- 
sideration to the purchase of an hon- 
esty bond as to the purchase of fire 
insurance. The sale of honesty bonds 
is dignified in the process. 


Collect Stimulating Histories 


3. The third point requires the sys- 
tematic collection of stimulating case 
histories of representative dishonesty 
losses that can be used in a skillfully 
planned program. Each case must 
have, first, a human interest angle 
and, secondly, a punch line that 
reaches home and scares the prospect 
into thinking “it can happen to me”. 

Mr. Conner furnished examples on 
his third point: 

An employer cancelled his $25,000 
blanket position bond because the 
company was losing money and the 
president figured honesty insurance 
was a luxury item. Shortly thereafter, 
a shotrage caused by disappearance 
of $200,000 of sheet metal was dis- 
covered, all of which would have been 
covered under the bond, if it had still 
been in force. The very reason the 
company was operating in the red 
was because the employes were steal- 
ing the company blind. 

In Baltimore, the papers carried the 
picture of a long line of people wait- 
ing to get into a palatial home in a 
wealthy residential section in order to 
see what the owner—a female book- 
keeper of a local credit union—had 
done with approximately $350,000 of 
her employer’s funds. The loss would 
not have happened if the board of di- 
rectors had not delegated all authority 
to the bookkeeper for making deposits 
and verifying accounts 


Some Are Profit-Conscious 


Some prospects are profit-conscious. 
For such prospects, the agent can ex- 
plain that in order to produce a profit 
of $5,000, it is necessary to sell $100,- 
000 worth of goods, assuming the 
company is making 5% profit on goods 
sold. This simply means if an em- 
ploye steals $5,000 which is not cov- 
ered by an honesty bond he is stealing 
$5,000 in profits and consequently 
the production force must produce 
another $100,000 in sales in order to 
make up for the loss. 

When talking to a retailer or whole- 
saler of electrical applicances, it is al- 

(CONTINUED ON PAGE 23) 
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Most NAIA Members Favor Prior Approval 


(CONTINUED FROM PAGE 8) 
determinations. (Mr. Strain was a 
member of that group.) A _ distinct 
point was made by attorneys that the 
position of the commissioner in court 
is considerably different when the 
burden of proof is on him under a no 
prior approval law, instead of being on 
the filer under prior approval. 

The litigation recommended in the 
report to the Department of Justice to 
challenge the rate laws of several 
states might lead to a revision of the 
McCarran act. But, Mr. Strain said, 
this objective would require years for 
completion. In the meantime, he be- 
lieves thought should be given to 
NAIA’s position. Will the next battle- 
ground be in the legislatures or will 
District of Columbia be the initial fo- 
cal point of effort to get a no prior 
approval statute? Should a reply be 
prepared to answer the derogatory in- 
formation in the report? If, as the 
minority of the subcommittee stated, 
the majority report. tends to under- 
mine the confidence of the public in 
the business, what should be done to 
restore that confidence? 


Up Te Courts 


Mr. Hanson observed that it is up 
to the courts to determine whether the 
provisions and congressional intent of 
the McCarran act have been violated 
by state legislation. It is his opinion 
that the subcommittee has made un- 
warranted assumptions as to the mean- 
ing of the word “regulation.” 

The subcommittee’s condemnation 
of certain rating laws is not supported 
by the legislative history and the de- 
cided case interpreting the McCarran 
act, Mr. Hanson commented. He does 
not believe that under that act the 
power of the North Carolina legisla- 
ture to enact a no-deviation law can 
be legally questioned. To the threat of 
the subcommittee of drastic revision 











Floyd L. Rice, Pittsburgh; T. Mor- 
gan Williams, New York, vice-presi- 
dent Home. 





Robert W. Strain, 
secretary of NAIA, 
with a fellow-Texan, Drex G. Fore- 
man, Ft. Worth, retired secreiary of 
Texas association. 


new executive 
compares notes 


of the McCarran act, Mr. Hanson re- 
sponded with the statement of Sen. 
Ervin of North Carolina, who said he 


entertained “grave misgivings con- 
cerning various interpretations, con- 
clusions, and recommendations con- 


tained in the report relating to the 
laws of North Carolina.”” He “reserved 
the right to oppose any efforts to im- 
plement such interpretations, conclu- 
sions, and recommendations by legis- 
lation. 

In his Washington report, Maurice 
G. Herndon noted that one informed 
observer has commented that “if the 
majority views on what they call open 
and free competition are carried out, 
it will inevitably mean the eventual 
end of the agency system as it now 
exists, and the relegation of the local 
property agents to a position of cap- 
tivity or direct employment as clerks 
and salesmen.” 

There was considerable discussion 
of the resolution to adopt the executive 
committee’s statement. Several agents 
called for greater flexibility and less 
adherence to the status quo. But the 
vote was overwhelmingly in favor of 
the resol] ution. 


Agents Offer To Aid 
Civil Defense Effort 


At the suggsstion of Harry F. Le- 
Crenier Jr. of West Palm Beach, chair- 
man of the fire safety committee, Na- 
tional Assn. of Issurance Agents of- 
ficially has offered its working facil- 
ities and active support in the program 
of emergency planning for civil de- 
fense. At the request of Porter El- 
lis of Dallas, NAIA president, the offer 
was conveyed to Stuart L. Pittman, 
assistant secretary of defense for civil 
defense, on the day Mr. Pittman as- 
sumed office. The offer was presented 
in Washington by Hayne P. Glover Jr. 
of Greenville, S. C., executive com- 
mitteeman, Mr. LeCrenier, Robert W. 
Strain, executive secretary, and Maur- 
ice G. Herndon, Washington office 
manager. 

The agents pointed out that the as- 
sociation is composed of thousands of 
businsss men who are key leaders in 
their communities personally familiar 
with civil defense facilities. The agents 
can be used to influence, organize, 
and activate the citizens of commu- 
nities to accomplish the objectives of 
civil defense planning. Agents also can 
serve as a ready means of communica- 
tion with the public and as a readily 
accessible supply of information on 
suitable shelter facilities. 

Mr. LeCrenier pointed out that since 
agents daily are involved in insuring 
the buildings of the country, they are 
aware of locations which may be suit- 
able for shelters and they know the 
construction qualifications of each 
building. These agents also are familiar 
with the buildings which have, in the 
past, suffered fire losses and therefore 
might be more prone to fire damage 
in the event of a bomb explosion. 

In his report to the executive com- 
mittee in Dallas, Mr. LeCrenier noted 
that in the last three years the fire 
safety committee has developed a pro- 





_ gram which is generating real interest 


among agents over the country. In 
spite of underfinancing, the program 
now is attracting a daily heavy mail 
from association officers, executive 
secretaries, and others. He strongly 
urged cooperation with the civil de- 
fense program, now in the discussion 
stage in Washington, as a means by 
which agents can perform a real serv- 
ice for the country. 
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SPEAKING OF PIONEERS 





gue = Aircraft was in its infancy when Bowes & Company took its initial 
step into the field of aviation underwriting. Testimony of our confidence 
in the future of aeronautics was the monoplane bearing the name “Bowes 
& Company” which saw service on many sales fronts and captivated the 
imagination of agents and brokers who were breaking into the aviation 
insurance field. » Today, Bowes & Company has the oldest aviation bind- 
ing authority in this country. We write every conceivable form of coverage 
—ranging all the way from aircraft hulls to air meet liability. We place 
particular emphasis on industrial aid risks, aerial applicators, associations 
and groups which present particularly complex and involved problems of 
underwriting. » Whatever your aviation problem, be sure to call Bowes 
& Company first! Basic “‘know-how”’ in the entire area of aviation under- 
writing provides realistic short-cuts in meeting today’s competition head-on. 


Bowes & Company, Inc. 


135 SOUTH LASALLE STREET + CHICAGO 3-+ILLINOIS 
99 JOHN STREET * NEW YORK 38 « NEW YORK 
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Let us explain to you the 
facilities we offer in the 
writing of Physical Damage 
Insurance on Oil Field Drilling 
and Service Equipment. You 
can profit by your Oil 

Industry contacts. 
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512 MEADOWS BLDG. 


Dallas, Texas =“) frusbemetien 


. H. Van Wagoner & Co. 


The only exclusive Oil Field Equipment Underwriter in U.S.A. 
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CHICAGO AGENCIES SALUTE 


THE AGENCIES LISTED ON> 


IN SALUTING THE NATIONAL 
AGENTS ON THE OCCASION 





ILLINOIS ROCKWOOD COMPANY 
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Cable — ROCKFOUND 


Chicago 3, Illinois 


TWX CG 715 








FIRE - MARINE - CASUALTY - SURETY - LIFE 


HOMER GWINN & CO. 


Almeda Will, Secy. & Treas. 
Richard A. Pfordresher 


Ray J. Pfordresher, President 


Warren G. Brockmeier James J. Finn 


Vice Presidents 


Just Insurance 
175 W. Jackson Blvd. HArrison 7-8800 


1943 —27 years of Service—196] 


September 29, 196] | 
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1859 1961 
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MOORE, CASE, 
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TELEPHONE WAbash 2-0400 


CHICAGO 








Correspondents of 


Lloyd's, London 


Professional Service for all 


your Lloyd's Coverages. 
H. Wm. SADLER & CO. 


175 W. Jackson Blvd. Chicago 4, Ill. 
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ELIEL and LOEB COMPANY 


Insurance 
WAbash 2-3961 


1437 Insurance Exchange Chicago, Ill. 








94th Year 
R. W. HOSMER & COMPANY 


GENERAL Irwin P. Pochter 

INSURANCE John J. Dwyer 
AGENCY John J. Dwyer, Jr., C.L.U. 
Insurance Exchange CHICAGO 


Philip B. Hosmer 
Paul W. Oliver 
Phone: WAhash 2-3910 














ASSOCIATED AGENCIES 


(Incorporated) 





1637 Insurance Exchange 
Telephone WAbash 2-1780 


CHICAGO, ILL. 





Critchell-Miller Insurance Agency 


“Our 93rd year”’ 


1868 1961 

















Founded 1906 


BARTHOLOMAY & CLARKSON 


175 West Jackson Boulevard 


Chicago 4 WaAbash 2-0163 











, 




















XUM 


September 29, 1961 


HeNATIONAL UNDERWRITER 


NAIA CONVENTION 











THE 65th N. A. I. A. MEETING 
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ILLINOIS R. B. JONES Ine. 


Insurance 


C. Reid Cloon 
Chairman 


Jay W. Gleason, C.P.C.U. 
President 


Direct correspondents, Underwriters at Lloyd's London. 
Representing special purpose domestic companies. 
Specializing in unusual and difficult risks. 
WAbash 2-8544 


175 W. Jackson Blvd., Chicago 4 Teletype CG 1301 


MEEKER-MAGNER COMPANY 
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All Usual and Unusual Insurances 
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GEO. F. BROWN & SONS, INC. 
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ZeNATIONAL UNDERWRITER 


| “Creeping automation” is the chief 
| source of concern to Williaml L. 


| Thompson Jr., Hartsville, S.C., member 
| of NAIA’s property committee. He an- 
alyzed the subject at the Dallas annual 
meeting in his talk on continuous 
homeowners forms, direct billing and 
level payment plans used on contin- 
uous policies and on other classes. His 
presentation was part of the combined 
property and rural and small lines 
workshop. 

In the last six months he has had 
the opportunity to study various con- 
| tinuous policy plans. While there seem 

to be few gimmicks in the coverage 
| afforded, there are some in the method 
| of payment. Most such filings are writ- 
| ten with the deferred premium pay- 





ment plan providing for payment of 
| 35% of a three-year charge. Others 
| encourage only annual or quarterly 
| payments with a prepaid three-year 
| option at unattractive term factors. 
| Still others would cost only one-third 
| of a regular three year premium with 
| no extra charge made either at incep- 
tion or on subsequent anniversaries. 
| Another has the added feature of pro- 
viding for a rate reduction if the in- 
sured has sustained no losses. 


But, all seem to have a common de- 
nominator, Mr. Thompson observed. 
All provide for monthly, quarterly, or 
semi-annual payment, and they either 
have or contemplate direct billing and 
lower and lower commissions. For 
| example, he recently heard of a filing 
| with quarterly premium payments, al- 
| lowing 30% commission for the first 
| quarter and only 10% thereafter. This 
| should result in reduced rates and an 
| allowable loss ratio of 70%, the com- 
| pany’s president implied, because of 
| the use of new and wonderful elec- 
tronic machines. 

Some agents seem to be quite 
shocked about the whole matter, but 
others have been predicting current 
developments for the last two to three 
years, or ever since the deferred pre- 
mium payment plan was first intro- 
duced. Bureau officials stated that the 
companies wanted this level payment 
plan in order to avoid the “terrific 
expense” involved in changing their 
premium level each three or five years. 

In South Carolina, agents thought 
this contention was absurd and said so. 
They believed that this would require 
them to defend their business every 
year, or in the case of quarterly pay- 
ment, four times a year. They con- 
tended that this would result in having 
less time to solicit new business, since 
level premiums would encourage in- 
discriminate switching of policies. 


Feared 100% Annual Level 


The agents also felt that the real 
purpose behind level premiums was 
an effort by the companies to return 
all business to an annual level (to the 
possible detriment of the insured) as 
well as a carefully prepared plan for 
continuous policies and direct billing. 
| This was repeatedly denied by every- 


| 
| 
| Have Common Denominator 
| 








one with whom agents talked, but re- 
cent events show that this is exactly 
what was in the background from the 
beginning, Mr. Thompson averred. 
Most of the thinking agents he 
knows are wondering why these fil- 
ings have been made, whether the 
| public or the agents want them, and 
| whether anyone will be better off. It is 
| obvious the public does not bene- 








aes | fit. The vast majority of the better 


~ Reviews Automation Threat In 
Terms Of Specific Situation 


dwellings are mortgages. In most cases 
the mortgagee pays the premium. 
Thus, the insured is now paying for 
his coverage monthly through an es- 
crow account. He already has an easy 
payment plan, and the man who owes 
nothing on his property does not need 
one. 


Dread Frequent Billings 


Everything that Mr. Thompson has 
read or heard on the subject indicates 
that mortgagees’ look with horror on 
any scheme providing for monthly, 
quarterly, or semi-annual billings, for 
reasons which should be obvious. Com- 
panies say they will save a great deal 
of money by such a plan, but Mr. 
Thompson is unconvinced. 

He recently reviewed a monthly 
account with one of his companies. 
It consisted of 40 items, of which eight 
were homeowners policies. In due 
time the company will be paid for 
these 40 items with one check and one 
accounting entry from his agency. 

“But let us assume that all 40 of 
these policies were now on a direct 
billing-continuous policy basis and 
that all 40 policyholders chose to pay 
quarterly. If I know how most con- 
tinuous plans work, quarterly payment 
could conceivably result in insured be- 
ing billed in advance with a follow up 
bill on the anniversary date, a lapse 
notice, a notice of reinstatement when 
payment was received, a receipt for 
payment, an accounting entry for the 
company’s records, and an entry in 
their account with the agent. Copies 
of all these transactions would have to 
be sent to the agent and to the mort- 
gagee. Even in the case of a debt free 
home, this might well involve 12 trans- 
actions per policy each quarter, 48 per 
year, or 1,920 for all 40 policies. Pres- 
ently only one is required. Savings in 
time? More economical to the com- 
panies? Savings to the public or the 
agent? Perhaps, but I doubt it,” Mr. 
Thompson declared. 


Wonders Why 


He wonders why “our companies 
are attempting to do this to us.” Many 
in the agency ranks fear that this is 
just the beginning of an attempt to re- 
duce the agent’s status to that of either 
a broker or a briefcase carrying-debit 
type salesman similar to the so-called 
agents of the direct writers. 

Companies seem to have forgotten 
one basic truth: The only customers 
that an insurance company has are its 
agents. Normally the policyholder does 
not know what company writes his in- 
surance and cares even less. He buys 
from a person, not a machine. This is 
true of both agency companies and 
even to a large extent of direct writers. 
“If you don’t believe me, just see what 
happens to a direct writer’s business 
after one of its popular employes final- 
ly realizes that he is going to starve to 
death and begins selling appliances or 
used cars,” Mr. Thompson observed. 

Some believe that company officials 
are being charmed by the bright young 
men in charge of automation. 

Electronic equipment is a good and 
useful tool if it is used correctly, Mr. 
Thompson said. The fact that com- 
puters may be idle a good part of 
the time does not in any way reflect on 
their value or usefulness. Yet, the ef- 
fects of their use can be downright 
disastrous if they are not regarded in 
their proper perspective and if their 
use is not properly controlled. 

He urged every member of NAIA 
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to oppose continuous  policy-direct 
billing filings. He also suggested that 
a vigorous effort be made to abolish 
all level payment plans with a return 
to a higher first year premium on all 
term business. Agents who refuse to do 
this may one day be on the horns of a 
dilemma. At present they may use 
only conventional policies charging 
35% of a three-year premium. 


Not All From Same Spoon 

“But what is to keep the companies 
who have also filed a continuous plan 
from reducing the premium to only on 
third of a three-year rate on their con- 
tinuous policies with conventional 
policies still written at the 35% fac- 
tor? Their justification will be the al- 
legedly reduced expenses’ brought 
about by automation. When this hap- 
pens, their agents will have no alterna- 
tive but to meet the competition which 
is sure to arise from a hungry or 
greedy competitor and to embrace di- 
rect billing and continuous policies re- 
gardless of how they may feel on the 
subject. Should you decide to oppose 
this trend, you should feed all com- 
panies out of the same spoon. Surely 
we should not oppose the bureau com- 
panies and allow the direct writers 
and independents to file whatever they 
wish without any word of protest on 
our part. We should appreciate our 
bureau companies conferring with us 
before filings are made and certainly 
we should give them at least the same 
(if not better) treatment than those 
who file anything they please and take 
the position that what they do is 
strictly their own business and not 
the concern of the members of the 
agency system.” 


NAIA Fire Unit Focus 
To Be On U.S. Defense 


National Assn. of Insurance Agents, 
through its fire safety and civil de- 
fense committee, is one of the first, if 
not the first ogranization to offer as- 
sistance to the Defense Department. 
Harry LeCrenier Jr., West Palm Beach, 
committee chairman, reported at Dal- 
las. 

Pointing out that his committee’s ti- 
tle contains the term “civil defense,” 
Mr. LeCrenier noted that little activity 
had been carried out in this field in 
the past few years. However, following 
President Kennedy’s broadcast on the 
Berlin crisis, the committee decided to 
reactivate such efforts. Civil defense 
will be emphasized by the committee 
in the coming year, to impress the pub- 
lic with its importance and of that 
close link with fire safety. 

Mr. LeCrenier reported greater inter 
est by states and local boards in the 
activities of his unit. Some states, 
which have not had a fire safety com- 
mite, have expressed interest in 
forming such a group and keeping it 
active, Mr. LeCrenier said. 


A Lot Of Stuff _ 


As usual, the envelope which each 
NAIA registrant at Dallas received 
contained a variety of souvenirs. In 
addition to the badge, dinner and pre- 
sidential ball tickets, there was a 
small spiral memo book from F. & D., 
a notice of Excelsior’s usual gift of 
china, a booklet to record room num- 
bers from National Union, Maryland 
Casualty’s traditional mirror paper- 
weight, a packet of eyeglass cleaning 
tissues from Millers National, Stand- 
ard Accident’s customary football 


schedule, advertising material, Adver- 
tising Service for Independent Agents, 
from W. N. Kirshner & Aassociates, 
and American Appraisab Co.’s dwell- 
ing cost approximator. 
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DALLAS—tThe latest report of the 
Senate anti-trust and monopoly sub- 


W. E. Newcomb T. Nelson Parker 


committee, which was strongly criti- 
cal of National Assn. of Insurance 
Commissioners for its preference for 
prior approval rating laws, will not 
cause NAIC to alter its position, T. 
Nelson Parker of Virginia, president 
of NAIC, declared here. Mr. Parker 
was a member of the meet-the-press 
panel which was a feature of the an- 
nual convention here of National Assn. 
of Insurance Agents. The panel pro- 
gram almost filled the grand ball- 
room of the Statler Hilton on Sunday 
afternoon. 

There is not much chance for the 
development of a national fire rating 





_ Press Panel Develops Industry 
— Views On Key Issues Of The Day 


organization, Kent Parker, general 
manager of Inter-Regional Insurance 
Conference, said in response to one 
question. Local rating bureaus have 
done a good job. The idea of a national 
fire rating bureau has been consid- 
ered, but the majority of the com- 
panies presently are against it, he 
said. They are disposed to believe that 
local rating bureaus with coordination 
achieved via a national advisory or- 
ganization can do a good job. 


Imporiance of Price 


Though at least one large exclusive 
agency company has abandoned price 
in its advertising, and despite the fact 
that agency companies have been 
strongly emphasizing it in theirs, price 
has not been over-emphasized, W. E. 
Newcomb, president Great American, 
declared. Price is important to the 
buyer and always will be. Whether the 
insurer advertises price or something 
else, the cost of the policy is a key 
factor in influencing the sale, he said. 

The agency system shapes up today 
stronger than ever, Porter Ellis of Dal- 
las, president of NAIA, stated. Inde- 
pendent agents have reached unanim- 
ity on basic facts that has not existed 
before. There is a better comprehen- 

sion of the problems facing the busi- 


ness in general and agents in partic- 
ular. Under these conditions, Mr. Ellis 
believes, the problems facing agents 
and companies can be solved by joint 
effort. 

H. H. Nelson of Council Bluffs, ex- 
ecutive committeeman, was the mod- 
erator, and kept the proceedings mov- 
ing with dispatch. Questioners were 
Harry P. Bouck of Mid-American In- 
surance for Agency Producers, Kan- 
sas City; Fred C. Crowell Jr., Insur- 
ance Field; Roy Pasini, Underwriter’s 
Report, and Kenneth O. Force, THE 
NATIONAL UNDERWRITER. 


Older Driver Complaints Rise 


Nelson Parker was asked if his de- 
partment had been receiving com- 
plaints from older drivers who are 
having difficulty securing automobile 
liability insurance. He said yes, and 
that the problem is by no means con- 
fined to Virginia. Many other states 
report a rise in complaints. In Virginia 
Mr. Parker asked the companies why 
they weren’t writing older drivers 
more freely. They indicated that the 
rates were inadequate. So he gave 
them an increase. But they still aren’t 
writing such drivers with any more 
alacrity than before. 


Kent Parker was asked if rating 
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bureaus are in jeopardy. It is a point 
well taken, he said. The problems fac- 
ing collective rate making, in fire, ca- 
sualty, and other lines, are very seri- 
ous. The bureaus have felt the im- 
pact of multiple line—they still 
haven’t solved all the problems in that 
area. They are having to meet the 
effects of independent action. How- 
ever, he believes that if they con- 
tinue to perform the fundamental 
services that they have been perform- 
ing and improve them, they will pull 
through. 

Several companies have been 
formed to write substandard automo- 
bile business. Why don’t the old line 
stock companies write it? Mr. New- 
comb suggested that they should (and 
some of them are doing so) study this 
area and test their opportunities for 
profit and service. 


Discounts On PIP 


How does IRIC justify substantial 
discounts on public and institutional 
properties when the loss ratios on 
some classes in this field are high? 
Kent Parker pointed out that the PIP 
program includes a plan of fire pre- 
vention, inspection by insured and bu- 
reau, a deductible, etc. By and large, 
he said, the classes eligible for PIP 
lend themselves to such treatment at 
a discount. IRIC did not attempt to 
check the experience by line by state. 
That experience varies widely. Hos- 
pitals, or churches, say, may have a 
fine experience in one jurisdiction 
and a poor one in another. If the fire 
rating bureaus have the rates adjusted 
properly to the experience at the time 

(CONTINUED ON PAGE 22) 
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HeNATIONAL UNDERWRITER 


Committee Reports Reflect A Busy Year 


(CONTINUED FROM PAGE 11) 
bringing “new blood” into producer 
ranks. This problem of attracting new 
producers is particularly acute, Mr. 
Long declared. The committee has dis- 
cussed the question with psychological 
testing agencies and with those life 
groups which have explored the means 
of securing competent producers. 


Tie To One Company 


Mr. Long observed that in recent 
months there have been overtures by 
some fire and casualty insurers aimed 
at the building of a top notch agency 
force through company assistance in 
hiring, training and initially financing 
young producers. While this approach 
has merit, it contains the definite dan- 
ger of tying the independent agency 
too closely to one company. In order 
to combat this possibility, it is Mr. 
Long’s present view that the com- 
panies should consider formation of a 
group, similar to Life Insurance 
Agency Management Assn., which 
would furnish testing material and 
other assistance to independent agents 
without tying them to a particular 
company. 


Have Had Discussions 


Part of the problem in securing new 
agency personnel revolves around the 
use of proper testing and interviewing, 
Mr. Long said. In this connection, the 
committee has also had discussions 
with several psychological testing 
agencies and with life groups. He re- 
minded agents that one answer to 
some of these problems was being pro- 
vided at the Dallas meet by Phil Gal- 
lagher, president of Greater Miami 
Insurance Board, who described tests 
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developed by his board for screening 
female applicants. 

Mr. Long declared that one of the 
outstanding developments in 1961 was 
the progress made in automated 
agency accounting by the newly 
created committee on that subject. He 
commended Arthur F. Blum, Far 
Rockaway, chairman of the new unit, 
and his associates for their accom- 
plishments. 





Compulsory Auto 





Dorsey B. Kinnamon, Wilmington, 
Del., chairman of the casualty com- 
mittee’s subcommittee on compulsory 
auto, reported that 1961 was a heavy 
legislative year, with 45 legislatures 
in session. In most of these, proposals 
for compulsory were introduced or 
given serious consideration, but no 
bills were passed. 

Mandatory UM _ provisions were 
adopted in Florida and North Carolina 
and some revisions were made in the 
California UM law. 

Success in combating compulsory in 
1961 should not lead to complacency, 
Mr. Kinnamon warned. Continued 
vigilance is necessary, and efforts must 
be made far in advance of legislative 
sessions to lay the groundwork of re- 
sistance to the danger. 

In connection with an alternative to 
compulsory, Mr. Kinnamon noted that 
proponents of mandatory UM feel that 
it is working out well and that it is the 
only satisfactory “insurance” substi- 
tute for compulsory. 

Mr. Kinnamon reported unremitt- 
ing effort by his group in 1961 in cor- 
responding and furnishing anti-com- 
pulsory material to state associations. 
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Stress was placed on the UM plans in 
use in Virginia and South Carolina. 





Fidelity & Surety 





Donald H. Denton, Charlotte, N.C., 
chairman of the fidelity and surety 
committee, reported that according to 
Dun & Bradstreet, contractor fail- 
ures so far in 1961 are running ahead 
of the bad 1960 experience. Thus, 
agents have a problem with this busi- 
ness and it has become increasingly 
difficult to place it unless proper fi- 
nancial information and carefully pre- 
pared underwriting data are presented 
to the companies. 

Other types of bonds, including fi- 
delity and fiduciary have had better 
results, although there has been a 
marked loss increase in bankers 
blanket. There is still a large market 
of untapped bond business, and agents 
should survey their accounts to take 
advantage of production opportuni- 
ties, Mr. Denton said. 

He recalled that in 1961 and in 
1960, the committee had advocated an 
increase in the annual minimum pre- 
mium to at least $10 on various bond 
classifications. Previously, for public 
relations reasons, the agents have 
handled some premiums of $2.50 and 
$5. This was not economically justi- 
fiable. 


Constructive Changes 


Numerous changes have _ been 
brought about by the filing of rates 
by Surety Assn. of America for pub- 
lic officials and employes of political 
subdivisions, in the area of license 
and permit bonds, and certain other 
classes. Significantly, these increases 
have generated between $600,000 and 
$700,000 in additional premium. 

In the program for modernization 
of the manuals, 92 public official pages 
have been eliminated, and more than 
2,500 separate rates have been abol- 
ished and replaced by a new general 
rate. This applies to all officials and 
employes, other than a _ few titles 
which will continue to be subject to 
specific rates. 

Mr. Denton referred to success in 
having fidelity and forgery made 
available as an optional coverage in 
the new motel package policy and 
commended the surety association for 
its cooperation. 

He recalled that the committee has 
been working three years toward the 
elimination of countersignature re- 
quirements on bid bonds. Much has 
been accomplished with the coopera- 
tion of David Q. Cohen of Assn. of 
Casualty & Surety Companies. At July 
31, some 24 states had adopted an 
amendment eliminating the require- 
ment. 





Education 





The education committee has con- 
solidated and coordinated some of its 
activities with those of Insurance In- 
stitute of America. I. A. Rosenbaum 
Jr., Meridian, Miss., committee chair- 
man, reported that the program, which 
is flexible enough to utilize both class- 
room and a self-study approach, is be- 
ing favorably received. 

Progress has necessarily been slow 
because “education” is not glamorous 
enough to attract the substantial funds 
a successful program requires, and be- 
cause state and local boards are proud 
of their identity and are sometimes 
reluctant to transfer any of their re- 
sponsibility to another organization, 
Mr. Rosenbaum observed. 

He pointed out that some college 
and local board programs, using the 
IIA material, have been started in 
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Sees Automated Agency 
Accounting Progress 


In his report as chairman of the 
NAIA automated agency accounting 
committee, Arthur F. Blum, Far Rock- 
away, N. Y., reported notable pro- 
gress since the subject was first taken 
up 15 months ago. 

Interest in the project has far ex- 
ceeded original expectations, Mr. 
Blum said. The subject has been fea- 
tured on the convention programs of 
New York, Pennsylvania, Virginia, 
West Virginia, New Jersey and Flor- 
ida. It is scheduled as a part of the 
forthcoming conventions of Ohio, Ten- 
nessee, Kentucky, California, Massa- 
chusetts and Rhode Island, and for a 
meeting at Louisiana State University. 
In addition, automated agency ac- 
counting has been featured at region- 
al meetings and at local board ses- 
sions. 

Mr. Blum indicated general satis- 
faction and pride in the procedural 
manual on automated agency account- 
ing which was introduced at Dallas. 
It should provide the answers for many 
agents who are interested in reliev- 
ing themselves of accounting bur- 
dens. More important, it is possibly 
the weapon for standardization which 
may follow as more and more agents 
make use of it. 

Mr. Blum reported that his unit is 
planning to investigate the aspects 
and feasibility of new tele-communi- 
cation systems. This would provide a 
direct tie to the service bureau and 
would enable the client to record im- 
mediately all transactions. 





every section of the country. This pro- 
gram should be promoted by NAIA as 
the best organized insurance education 
program available to its membership 
and their employes. NAIA however, 
should also explore every other facet 
of vocational education, Mr. Rosen- 
baum believes. 


Publication Project 


He said that the McGraw-Hill book- 
shelf series of NAIA is progressing 
slowly. Due to problems of editing and 
reviewing by a cross section of the 
membership, publication has been de- 
layed on the series’ second book pre- 
pared by William B. Rudy, editor of 
the Aetna-Izer. This deals with build- 
ing a successful agency. The first pub- 
lication of the series, Property and 
Casualty Insurance by Dr. Curtis M. 
Elliott, is now in its second printing 
and has sold approximately 5,000 cop- 
1es. 

Other outlines and partial manu- 
scripts have been received and are 
under consideration by the NAIA 
staff, Mr. Rosenbaum said. NAIA is 
considering establishment of a three 
man committee to serve as educational 
consultants. It is hoped that this com- 
mittee can help speed up the book 
series and also assist in the over-all 
education program. 





Rural & Small Lines 





A more realistic status for the rural 
and small lines committee was sug- 
gested by its chairman, C. D. Swett, 
Woodland, Cal., in his report. He re- 
called that at the April meeting of the 
executive committee, a recommenda- 
tion to change the name of the unit to 
“rural agents committee” was ap- 
proved for further considerations by 
the National Board at Dallas. 

Present trends in the business, 


the growth in rural areas, and in- 
creased mergers of agencies make the 
present name archaic. Correspondence 
received by the committee indicates 
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that the acceptance of the change in 
name would make it possible to de- 
velop more participation interest and 
enthusiasm from the membership. 
Many rural agents are large producers 
who have attained the same profes- 
sional status and, accordingly, the re- 
spect of their urban counterparts, Mr. 
Swett declared. 


Likes Package 


He said that it is often difficult to 
measure the results of NAIA techni- 
cal conference subcommittee’s meet- 
ing with the various rating and ad- 
visory organizations in New York, due 
to the basis on which these negotia- 
tions must be considered. As changes 
are announced by the bureaus, the 
efforts of this subcommittee have be- 
come apparent. Mr. Swett’s group be- 
lieves that these meetings are one of 
the most important contributions 
NAIA can make to the membership 
and to the business, and it urges that 
consideration be given to continuing 
the subcommittee. 

Mr. Swett commended the farm 
package policy as an excellent basic 
contract with enough flexibility in 
permissive endorsements and cover- 
ages to provide needed protection. 
Filed so far in Ohio, Indiana, Illinois, 
Iowa, Nebraska, Kansas and Minne- 
sota, the package should be of 
great aid to agents, Mr. Swett be- 
lieves. 

He commended the multi-peril com- 
mittee of Inter-Regional for its coop- 
eration in developing the package. It 
has been accepted, has become useful 
and has not been the subject of any 
complaint or recommended changes 
invited by correspondence with all as- 
sociations by Mr. Swett’s committee. 





Accident Prevention 





A strong plea for a national ad- 
vertising and publicity campaign on 
highway safety as part of the 1963 
Big I program was made by Stanley 
W. Greaves, River Edge, N. J., in his 
report as chairman of the accident 
prevention committee. This addition 
to Big I would be a real service to the 
nation, he said. 

Mr. Greaves reported a strong up- 
surge in interest by the members of 
NAIA in his committee’s work. Many 
states have taken an associate mem- 
bership in National Safety Council at 
the committee’s behest in a letter last 
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Lenke Eyes New Dangers For Insurers 


(CONTINUED FROM PAGE 11) 


valued dwellings seems to have been 
met successfully in Mississippi under 
a loss constant plan, the procedure 
recently adopted in Tennessee appar- 
ently has hit some snags. The Tennes- 
see plan calls for a combination of a 
loss constant charge and lower basic 
fire rates. The feeling is that the over- 
all premium income is likely to be 
lower than previously, causing a 
further restriction in the market. 


Deferred Payment Problem 


With the increased use of the de- 
ferred premium plan, letters of com- 
plaint have been received from agents 
who have been hurt by short rate can- 
cellation on or near the anniversary 
date. Apparently a number of the 
audit bureaus are insisting on short 
rate treatment in all cases except those 
where the policy is cancelled and re- 
written or where the policy is can- 
celled at company request. These bu- 
reaus criticize the pro rate cancella- 
tion of a policy marked “cancelled for 
non-payment of premium.” 

An agent can find himself in a bad 
financial spot on a large line if the 
bureau and the company insist on his 
assuming the difference between pro 
rata and short rate cancellation, Mr. 
Lenke said. While the auditing pro- 
cedures in the various states may pos- 
sibly be effectively discussed at the 
local level, this subject is also on the 
committee’s agenda for review with 





May. 

Pennsylvania, New Jersey and Cal- 
ifornia have done exceptional work 
in highway safety and have been 
honored by various groups for their 


accomplishments, Mr. Greaves con- 
tinued. He cited the interest of the 
governors’ conference on uniform 


state laws for driver licensing and 
urged state associations to back this 
move. 

Driver education in schools is of 
paramount importance, Mr. Greaves 
maintained. At present, only 33% of 
students have any formal instruction 
before they “hit the road.” The re- 
sponsibility for highway safety ulti- 
mately comes back to the local level, 
and NAIA members are thus strate- 
gically placed to accomplish much in 
this regard, he concluded. 


Inter-Regional Insurance Conference. 

With regard to recent PIP revisions, 
Mr. Lenke said the lower minimum 
premium requirement will make a 
larger number of risks eligible. The 
low level of premium income on some 
high value risks may cause some com- 
panies to restrict underwriting. 


No Enthusiasm 


The multi-peril policy program, with 
its motel and’ apartment forms, has 
been filed in many states, but the re- 
ception, particularly in the motel field, 
has been lukewarm. The large apart- 
ment building owner will find that 
the new package is a decided improve- 
ment, both as to coverage and price, 
over the insurance program he has 
had in the past. The small apartment 
owner may find that the present mini- 
mum premium rules do not make it 
feasible for him to buy the package 
policy. 

Certain special filings by individual 
companies are competing with the 
bureau filings, but the adoption of the 
special multi-peril policy program has 
perhaps slowed companies down in 
developing their own specific pack- 
ages, Mr. Lenke declared. 

He reported that representatives of 
the mortgage bankers group and Inter- 
Regional have had two meetings at- 
tended by staff members of NAIA. 
The mortgage people are concerned 
about the packaging of many cover- 
ages in one contract, feeling that their 
own insurable interests should be pro- 
tected without fear that they may be 
held responsible for losses that may 
occur under coverages in which they 
have no insurable interest but for 
which they escrow premium funds. 
Inter-Regional has recognized this 
problem and is attempting to work out 
some solution—perhaps by the use of 
certifications of coverage—that will be 
satisfactory for both the insured and 
the mortgagee. 


Makes Recommendations 


Mr. Lenke concluded with several 
observations and recommendations, in- 
cluding: 

1. Further study of the low valued 
dwelling rate problem is recommend- 
ed. The Tennessee plan recently filed 
seems to have certain deficiencies 
which should be corrected before this 
program is adopted in other states 
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where there is a restricted market on 
this class. 

2. The tendency to write certain. 
lines on an accommodation basis seems 
to be spreading. It must be apparent 
that adequate rates should be charged 
on classes where loss ratios have con- 
tinued to be adverse. 

3. A long range study of rate mak- 
ing procedures is needed, so that sim- 
ilar rate schedules are used country- 
wide. This is not an endorsement of 
identical rates for similar risks on a 
state-to-state basis, because there is 
definite evidence that loss experience 
figures vary from territory to terri- 
tory on risks of the same type. The 
recommendation is that research be 
started on a uniform rating system. 


Swickey Heads State 
Secretaries Group 


With an excellent turnout of over 
35 state association “hired hands,” rep- 
resenting all parts of the country, the . 
secretary-managers group held their 
annual session during the National 
Assn. of Insurance Agents meeting at 
Dallas Sunday, with Alan Tebb, Port- 
land, Oregon association secretary, in 
charge. At the close, Carroll Swickey, 
Oklahoma City, secretary of the Okla- 
homa association, was elected chairman 
for the 1962 meeting and L. E. Greer, 
Columbia, South Carolina association 
manager, secretary of the group. 


Three Major Topics 


The three major topics of discussion 
were financing the association, ex- 
panding services and new ideas. As 
usual, the meeting was strictly infor- 
mal and everyone participated. The 
secretaries treat this session as a free 
and frank exchange of ideas, rather 
than a “champions club,” and projects 
which did not work plus reasons, were 
described just as freely as those which 
did. During the discussion of dues sys- 
tems, collections, handling delinquents 
and other financial problems, many 
secretaries emphasized that members 
will pay any reasonable price if they 
are convinced the association—which 
means the secretary—is delivering 
worth-while service. 

Such projects as a full-time educa- 
tional director, an agency management 
division of the association, a speak- 
ers bureau, a public relations counsel 
and limited legal and accounting serv- 
ice were discussed pro and con. 





epee ae 















JULIUS L. ULLMAN, President 





IRVING SCHUCK, Exec. Vice Pres. 
ANDREW L. BUMBY, Treasurer & Sect'y. 
ARTHUR BORCHERT, Ass't Sect'y. 


N.A. 


GREETINGS AND _ GRATULATIONS 


LA. 


In appreciation of its continuous effort to improve our industry 


DE Perrin S Sam, 


GENERAL AGENTS AND UNDERWRITERS 


FIRE * CASUALTY * DISABILITY * MARINE « LIFE 
PERRIN BUILDING, 75 MAIDEN LANE 


75 MAIDEN LANE, NEW YORK 38, N. Y. 


“a friendly Office’ 


FREDERIC W. BUMBY, Ass't Sect’y 
HERBERT KIESSLING, Ass't Sect'y 
GEORGE A. KIRCHENBAUER, Ass’t Sect'y. 
ALBERT SOFER, Ass’t Sect'y 





TELEPHONE: HAnover 2-4044 























22 NAIA CONVENTION 


FeNATIONAL UNDERWRITER 


Press Panel A Big Hit At NAIA Convention 


(CONTINUED FROM PAGE 19) 
PIP is introduced, the form and rate 
will justify themselves. IRIC is keep- 
ing statistics on the form so that 
eventually it will know how accurate 
its rate and coverage projections have 
been. Agents, he pointed out, have 
asked for this sort of program. They 
say they needed it to compete for this 
type of business. 


Packages Going Well 


Mr. Newcomb said the package pol- 
icies are going over very well. Mr. 
Parker said there is not enough ex- 
perience to judge yet how the pack- 
age programs will work out, but IRIC 
contemplates that they will take hold 
and haye great impact for the agent 
solicitingt his type of business. 

Asked how the agency companies 
and agencies can bring new manpower 
into agencies, Mr. Newcomb said his 
company has a program of aid- 
ing agents to develop younger person- 
nel. He emphasized that the future 
of such companies and their agents 
is identical. Consequently, the prob- 
lem is as much that of the company 
as of the agency. 

How are agencies meeting commis- 
sion reductions? Mr. Ellis said one 
way is to deveolp life sales and larger 
commercial accounts. Basically, the 
agency can use account selling to a 
greater extent than it has been doing 
to overcome losses in income and re- 
duce expenses. 

Kent Parker said the bureaus are 
working on the problem of non-uni- 
formity, which increases expense for 
both the agency and company. The 
package program helps in this area. 


How can the business better com- 
pete for college graduates? Mr. New- 
comb said companies and agents must 
work out a program to solve this 
program jointly. Even where college 
graduates are attracted to company 
or agency, they tend not to stay. The 
turnover is too high. The solution, he 
thinks, would be to project success- 
fully a comprehensive portrait of the 
insurance man as a professional man. 

One question indicated that the life 
companies have done more in pro- 
fessionally educating producers than 
fire-casualty insurers. They have es- 
tablished chairs of insurance in col- 
leges and universities. They are creat- 
ing a professional approach to the 
business. Mr. Newcomb said that com- 
panies jointly can do something here. 
But a number of fire-casualty insur- 
ers do have educational programs of 
their own and would be reluctant to 
give them up in favor of an industry 
approach. 


Professional Status 


Mr. Ellis, commenting on the same 
question, said that education is part 
of the agents’ program to develop a 
professional status. Research also in- 
terests him greatly, and he would like 
to see more of it. The CPCU is a good 
movement, though many producers do 
not have enough time to take the 
courses. 

On poor risks (or risks on which the 
rate is too low), the producer has to 
shop the market and perhaps write 
a dozen policies. Under no prior ap- 
proval a company could charge a rate 
high enough to write it all and save 
a lot of expense for company and 
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agent. Mr. Ellis noted that inadequate 
rates, on homeowners for example, are 
due to the competitive situation 
through which the business is living. 

Why did Great American withdraw 
from IRIC? Mr. Newcomb said that 
his group began to steer a course dif- 
ferent from the one it had been fol- 
lowing. It wanted to experiment and 
try new ideas. These, management of 
the company felt, might not wholly 
accord with the pattern of IRIC, 
which would have caused embarrass- 
ment. So, “with real regret,” he said, 
“we withdrew.” 


Syndicate Policy 


In response to a question on direct 
billing and the continuous policy, Mr. 
Newcomb said the business simply has 
to get and keep expenses down. Agen- 
cy companies are under a real chal- 
lenge and agents and companies have 
to work out the problem together. 

Mr. Ellis said that the agency with 
more than one company cannot save 
money with direct billing and the con- 
tinuous policy; and he expressed some 
doubt of any substantial savings at 
the home offices. Even if the agent 
has an ownership-of-expirations con- 
tract, experience shows that with di- 
rect billing, if the agent changes com- 
panies, many insured stay with the old 
company. Thus the agent loses busi- 
ness. He noted that the New York ex- 
pense exhibit indicates that for many 
agency companies the total expense 
factor now is lower than that of some 
of the more prominent direct writers. 


Ellis Urges Agency 
System Partners to 
Make Joint Effort 


(CONTINUED FROM PAGE 8) 
administration. 

Mr. Ellis wryly observed that at the 
beginning of 1960 everyone thought 
with some justification that the coun- 
try was entering the golden sixties 
or some other “euphonious” ara. But 
it took only a few months to prove 
that all that glitters is not gold. 

He pointed to a change in the polit- 
ical climate, a resurgence of the wel- 
fare state, an age of deficit spending 
and other factors contributing to the 
greatest social ferment. To this must be 
added the international tensions and 
threats of war, and the resulting chal- 
lenge to free peoples and the free en- 
terprise system. 


Insurance Deeply Planted 


No business has its roots more 
deeply planted in that system than has 
insurance—property, casualty and life, 
Mr. Ellis declared. Thus there is no 
business more vitally and directly af- 
fected by the general economic con- 
ditions and by the world situation. 
Those in the business must therefore 
do everything possible to preserve the 
values of the free system in which it 
has grown great. 

Mr. Ellis singled out for praise- 
worthy performance during his admin- 
istration his successor, Cooper Cub- 
bedge, Jacksonville, chairman of the 
executive committee; Joe Vincent, 
Bryant, Tex., chairman of the Big I 
program; and James R. Mathews, who 
fulfilled the duties of executive secre- 
tary at national headquarters while 
the post was unoccupied from last De- 
cember until the recent engagement of 
Robert W. Strain. Mr. Ellis indicated 
his pride in playing a part in securing 
the service of Mr. Strain and said 
that he is confident that NAIA will 
attain greater respect and confidence 
under Mr. Strain’s administration at 
national headquarters. 
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Overman Tells NAIA 
Agents Lag In CPCU 


Vindicating their educational com- 
mittee’s judgment in switching from 
the traditional breakfast meeting to a 
luncheon affair, NAIA conventioners 
came out in droves to hear Dr. Edwin 
S. Overman, dean American Institute 
for Property and Liability Underwrit- 
ers. A. I. Rosenbaum Jr., Meridian, 
Miss., chairman, said the change was 
made with some forebodings about 
the competition of individual company 
luncheons and other noon-time ac- 
tivities. There was an overflow crowd. 

Dr. Overman, speaking on behalf of 
the Insurance Institute of America 
program as well as CPCU, expressed 
concern that the ratio of company men 
to agents in the programs is too heavy. 
This is not to suggest that educational 
officials wish fewer company people 
would take on professional education; 
rather, they are seriously interested in 
seeing more gaents doing so. Both 
programs are aimed at demonstrating 
professional attitudes and accomplish- 
ments to the insurance buying public, 
Dr. Overman explained. Hence, it 
stands to reason they will be more 
effective when they reach more pro- 
ducers, the men and women in whom 
the public judges the business. 

Agents often complain that they 
have little enough time to keep up 
with the day-to-day press of business. 
They would like to learn more about 
insurance, but they do not feel that 
they can spare the time. Dr. Overman, 
admitting compassion, said that the 
argument overlooks a principle of 
economics, which, analogously, has 
real application in this area. This is 
the principle of capital formation. He 
stated the principle this way: “No sys- 
tem can survive, flourish and extend 
itself unless it is willing to set aside 
from current efforts, something t o- 
ward building for future consump- 
tion.” 

If an agent could, by undertaking an 
educational program, figure on im- 
proving his earnings, say, $1,000 a 
year, he would in 20 years have re- 
alized $20,000 gain for perhaps five 
year’s efforts at learning. Putting it 
another way, Dr. Overman suggested 
that education is a “blue chip invest- 
ment” in one’s self. 


Blue Cross Gets Refund 


Associated Hospital Service (Blue 
Cross) of Milwaukee will collect about 
$20,000 as interest on taxes the city 
erroneously collected from it. Last 
May the state supreme court directed 
that Milwaukee refund $121,153 to 
Blue Cross. This was money paid un- 
der protest as 1956-1958 property 
taxes. I t was held that Blue cross, as 
a charitable and benevolent organiza- 
tion, was exempt from property taxes. 
The latest decision upholds the Blue 
Cross contention that the supreme 
court decision covered interest as well. 
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Bureau Actions Help Agents Compete 


(CONTINUED FROM PAGE 10) 
tual distribution is very close to the 
expected. 

The original estimate, based on the 
Texas department of public safety 
driver records, was that 57.1% of all 
risks would fall in safe driver sub- 
class zero. The adjusted estimated dis- 
tribution was 69.9%, the adjustment 
being made to reflect the measurable 
amendments in the plan that were 
made effective during the 1960 year. 
The actual calendar year 1960, pro- 
duced 72.2% in safe driver sub-class 
zero. It appears that the figures are 
quite credible at this point. Similarly, 
safe driver sub-class 1, was originally 
expected to encompass 15.9% of all 
risks. When it was adjusted, it was 
expected to develop 13.2%. The actual 
1960 calendar year experience was 
13.9%, Mr. MacBean noted. 

He believes that even though it is 
early in the development of statistics 
on this subject, it is encouraging that 
in 1960 Texas showed the first reduc- 
tion in six years in the ratio of re- 
ported accidents adjusted to 1960 num- 
per of vehicles registered. In 1955 
there was an increase of 3.3%; 1956, 
an increase of 1.1%; 1957, an increase 
of 4.2%; in 1958, an increase of 0.6%; 
1959, one of 0.8%, but in 1960, a re- 
duction of 6.3%. This step in the right 
direction may well be a by-product of 
ths safe driver plan. 


Shows Auto Distribution 


An interesting exhibit discussed 
during the committee’s June 30 meet- 
ing with the bureau and other groups 
was a country-wide chart showing the 
distribution of auto insurance state- 
by-state, based on the BI limits pur- 
chased by insured. Mr. MacBean said 
there is naturally great variation in 
the limits of coverage (based upon the 
third quarter of policy year 1959). For 
example, in Alabama, 46.4% of all 
motorists purchased only 5/10 limits, 
25.3% purchased 10/20 and only 8.2% 
bought 50/100 limits. In Colorado, 
(which also has a 5/10/1 FR law) on- 
ly 2.4% had 5/10; 16.6% had 10/20; 
53.3% had 25/50, and 9.3% had limits 
in exeess of 50/100. 

In states with higher FR _ limits, 
particularly those having 10/20, Ar- 
kansas indicated that 67.2% of in- 
sured had only 10/20, and only 8% 
had in excess of 50/100. In New Jer- 
sey, 39.9% had 10/20, and 20.6% had 
limits over 50/100. This 20.6% of New 
Jersey, along with the 20.3% of II- 
linois and the 20.8% of Connecticut 
reflect the states with the highest per- 
centage of motorists purchasing limits 
in excess of 50,000/100,000. 

These bureau studies are interesting, 
and they indicate that much can still 
be done by agents in selling higher 
limits. Thus they can possibly become 
more competitive with the direct 
writers, who historically have tried to 
retain relatively low limits of cover- 
age for most insured. The committee 
will be pleased, in cooperation with 
the bureau, to make available to agents 
the chart showing the distribution of 
premiums state by state, by limits of 
coverage purchased—if there is suf- 
ficient general interest in the chart. 
Another Competitive Device 

The committee’s discussions with 
NAUA dealt primarily with an attempt 
to interest the latter in granting cov- 

rage under the comprehensive sec- 
tion of the policy for losses caused by 
animals and birds. This would make 
member companies’ policies more com- 
petitive with those direct writers who 
put the coverage into the comprehen- 
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sive portion of the material damage 
policy, so that an insured who has 
serious damage through contact with 
animals will collect without any de- 
duction, whether he has collision or 
not. 

Insured who have no collision would 
still be able to collect under compre- 
hensive. It is important that the direct 
writing companies have defined the 
situation in advance and have left no 
grounds for dispute on a later claim. 
The committee has been advised by 
NAUA that it has been alerted to this 
problem, and has listed it for consid- 
eration when the policies are revised. 
This will require further study and 





Analyzes Honesty Cover 
Need And Gives 
Sales Methods 


(CONTINUED FROM PAGE 14) 
ways a good idea to refer to the man- 
ner in which even excellent periodic 
inventory control systems have been 
outwitted. One department store em- 
ploye was able to steal 28 refrigera- 
tors, 14 gas ranges and other bulky 
kitchen equipment by the simple ex- 
pedient of nailing to the floor the 
wooden crates in which the merchan- 
dise had been stored, thereby fooling 
checkers into believing the proper 
amount of merchandise was in stor- 
age. 

For an insured with part-time em- 
ployes, the loss suffered by a branch 
department store not far from New 
York City is unusually disturbing. 
This happened in a recently opened 
suburban development where the 
part-time employes all had new homes 
and were in the market for household 
furniture. Gradually an informal trad- 
ing of favors developed. A salesman 
in appliances, for example, would ap- 
proach a neighbor, who worked in 
fabrics, and admire a certain pair of 
draperies which he could hardly af- 
ford. The fabrics man would there- 
upon mark down the draperies from 
$100 to $15. A few days later, his 
friend would return the courtesy by 
getting him a $30 electric heater for 
$5. These cozy arrangements finally 
came to light, and after investigation 
33 employes were fired. They had 
cheated the store of $400,000 in 18 
months. 

In another loss, the defaulter-book- 
keeper inflated the amount of the 
withholding tax which was sent the 
government in connection with his 
own salary. By this means, the gov- 
ernment had a larger withholding on 
his salary than it should have had. It 
was simple for the defaulter to request 
a return from the government at in- 
come tax time for the amount of the 
excess payment. 

Mr. Conner wonders how many in- 
surance agents have ever seriously 
considered what a _ dishonesty loss 
might do to their agencies. He recent- 
ly reviewed 32 case histories of agency 
losses which have been sustained by 
his company in a period of slightly 
over five years. These losses all have 
a definite pattern: Nine of them were 
caused by. cashiers; 10 were caused 
by bookkeepers; and the remainder 
were caused by people in lesser posi- 
tions. The shortest period of any loss 
was six months, and the longest peri- 
od 13 years. The reasons listed in the 
claim files for these losses were drink- 
ing, betting on races, blackmail, ex- 
pensive living, and_ sickness. The 
amounts of the losses ranged from $2,- 
700 up to $52,000. 


discussion, but at least the committee 
is on record. His group has also de- 
veloped quite a file for NAUA, indi- 
cating that other insurance companies 
and financing organizations, which 
own their own insurers, have been 
paying these losses under comprehen- 
sive and not requiring them to be paid 
under collision, Mr. MacBean ob- 
served. 


Reviews Discounts 


Another item of discussion at the 
June 30 meeting was the announce- 
ment by the bureau and by NAUA of 
the change in discounts for a second 
car. This has now become effective in 
approximately 40 jurisdictions, so that 
where the husband, or husband and 
wife, own two or more private pas- 
senger cars, they will now receive a 
20% discount on all family cars, pro- 
vided they are not used for business 
purposes and have no male drivers 
under 25. This is in lieu of the old 
system of a full premium for the first 
auto and 25% discount for the second 
and additional cars. 

NAUA is following the same ground 
rules as the bureau, but it is allowing 
a discount of 10% for each auto, rath- 
er than a 25% discount for the second 
car as formerly. NAUA has indicated 
that this will make little or no change 
in the over-all premium income, be- 
cause under present rules, the dis- 
count must be applied to the lowr 
rated car, and all eligible cars will re- 
ceive the 10% discount. Undoubtedly, 
this new discount system, which will 
make it easier to quote and figure au- 
tomobile premiums, will spread be- 
yond the present 40 or more states. 
Agents should check to see when the 
filing is going to be made available in 
their states, Mr. MacBean advised. 





Specializing in— 


FIDELITY AND 
SURETY BONDS 


and— 


NAIA CONVENTION 23 


Two Previous NAIA 
Meetings In Dallas 


A number of veterans recalled the 
last time the National Assn. of Insur- 
ance Agents met in Dallas — 1937. 
The Statler and Sheraton Hotels were 
not in existence and the Adolphus and 
Baker were hard put to handle what 
was an excellent registration for those 
days. As was the case this year, the 
weather was extremely hot. Air condi- 
tioning was not as prevalent and not 
as well geared to outside temperature 
as now and many insurance men com- 
plained of colds and other ailments 
caused by constant moving between 
hot and chilled areas. 


W. O. Wilson Presided 


The late W. Owen Wilson of Rich- 
mond presided at the 1927 meeting. 
Charles F. Liscomb of Duluth was 
elected president and William H. 
Menn, Los Angeles, chairman of the 
executive committee, which was then 
the equivalent of the vice-presidency. 
The Dallas Exposition was going full 
blast and the convention dinner was 
held at the fair grounds, which also 
provided considerable official and un- 
official entertainment for the insur- 
ance men. 

Fewer registrants recalled the only 
other NAIA meeting here in 1930, 
while the shades of the depresesion 
were deepening. Clyde B. Smith of 
Lansing, Mich., was president and was 
succeeded by Percy H. Goodwin, San 
Diego, with William B. Calhoun, song- 
bird of the NAIA for many years, 
moving into the line of succession. 
All three of these leaders are dead, 
Mr. Calhoun dying only a few weeks 


ago. 
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HeNATIONAL UNDERWRITER 


Urges Company, Agent Flexibility 
In Adapting To Multiple Line Trend 


Fire and casualty companies and 
agents should be more flexible in 
adapting to the modern trend toward 
multiple line selling, O. C. Lee, vice- 
president of sales Harleysville Mutual, 
told the sales and agency conference 
of Conference of Mutual Casualty 
Companies in Chicago. Many seg- 
ments of the business are convinced 
that multiple line selling is necessary 


| 
| 


for the perpetuation of agencies and 
companies, he said. 

He cited the following reasons why 
a casualty and fire company should 
go into the life business: 

—Life is a steady growth business 
with adequate profit margins, pro- 
vided operations are geared to funds 
available. 

—New tax law provides advantages 


FIDELITY AND DEPOSIT COMPANY @ 


BALTIMORE, MARYLAND 


to a new company in development 
stages. Phase II of the law makes 
possible a regularly scheduled expan- 
sion program with minimum tax cost. 


Competitive Advantages 


—More and more fire and casualty 
companies are competing for agents 
through life outlets. 

—Fire and casualty agents are writ- 
ing life and discovering the difference 
in compensation scales. The life scale 
of first year commissions and the 10 
year or better persistency are parti- 
cularly attractive both to agents start- 
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ing in the business and to those who 
have established sizable, dependable 
renewal accounts under property in- 
surance. 

—Younger, more progressive fire 
and casualty agents are becoming 
aware of income lost through paper 
work. Though direct billing is on its 
way in fire and casualty, it is already 
here in life. 

—Multiple line selling provides an 
offsetting influence against economic 
fluctuations. Increases or decreases in 
life profits apparently lag about five 
years behind the economy of the 
country, while fire and casualty pro- 
fits are more immediately affected. 


Opens Doors 


—To the agent, all-lines selling 
means opening doors through an op- 
portunity to provide better service for 
clients by developing a full family se- 
curity program for every family in 
every economic group. It also offers a 
lower overhead as well as increased 
income. 

Mr. Lee stressed that during the 
organization of a life company and 
immediately thereafter, it is essential 
for the fire company to keep in touch 
with the reactions of its agents. He 
recommends the questionnaire method 
as least expensive and most likely to 
produce the information required. 

After the information has been col- 
lated, Mr. Lee said, the company must 
plan its marketing program of moti- 
vation. Some companies are selling 
life entirely through their existing 
agency field force, while others are 
using that force plus career agents. 
The least expensive method, he 
pointed out, is through existing fire 
and casualty agents. 

The company must decide whether 
the motivating agent field force 
should consist of fire and casualty 
special agents, of life special agents, 
or of a combination. The best method 
depends upon the company involved, 
Mr. Lee said. Developing a large life 
special agent force is the most ex- 
pensive and is likely to be the most 
effective. 

A method employed by some fire 
and casualty companies is to use their 
own special agents as “bird dogs.” The 
special agents have been oriented in 
life insurance and instructed to dis- 
cuss it with fire agents. They have 
been trained to notify the life depart- 
ment as soon as they find an agent 
who is interested in writing life. A 
life special agent then spends as much 
time as necessary with the new agent 
to get him started. 


Training Most Important 


Mr. Lee emphasized that training 
is the most important means of tying 
the independent agent to a company 
so that it will receive the bulk of his 
life business. Good training will 
start the agent in business quickly and 
develop him to the point where he can 
find and make sales on his own. AS 
the agent masters basic packages and 
selling techniques, additional training 
will upgrade his performance to mar- 
kets with larger case potential. 

For the independent agent, Mr. Lee 
remarked, life is a second line. He 
cannot be expected to accept the kind 
of training that a career life agent 
will undergo. Mr. Lee recommends 
small doses of instruction which the 
the agent can easily assimilate. It 
should be the kind of training that 


agent will become interested in selling 
life, pursue further training, and de- 
velop into a substantial producer. 

Mr. Lee advised frequent meetings 
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with the agent to review his progress 
and analyze his sales activities. He 
should be reminded that clients will 
not call up to buy life as they do with 
fire lines. He should be urged to men- 
tion life at every opportunity—deliv- 
ery of a renewal policy, when getting 
information for an endorsement, in 
processing a claim, or when surveying 
a prospect’s property and casualty 
coverages. 

He suggested four basic conditions 
under which training is more effec- 
tive: 

—The agent should be given moti- 
vation for learning, solid reasons for 
taking and completing the course. 

—The learning should involve ac- 
tive participation that creates new 
habits and changes old ones. 

—Learning should duplicate actual 
working conditions. 

—The agent should be informed of 
the progress he is making. 

Mr. Lee concluded by quoting some 
figures that demonstrate the potential 
of multiple line selling. Life insur- 
ance, he said, is the largest single 
business in the world and its assets 
total $125 billion and represent one 
eighth of the wealth in the U. S. 
Nevertheless, only 10% of life value 
is insured. 


P.K. Morrison Agency 


Has 60th Anniversary 


P. K. Morrison & Co., agency of 
Muncie, Ind., is celebrating its 60th 
anniversary as representative of Han- 
over. Attending a luncheon held for 
the agency were Bert Aust, secretary 
of Hanover, and D. L. Deffenbaugh 
and Victor Belinski, state agents at 
Indianapolis. Mr. Belinski presented 
the agency with a plaque. 

The agency appointment was made 
in 1900 by H. P. Gray, then general 
agent at Chicago. In 1900, total annual 
premium in Muncie was $75,000, of 
which Morrison agency had $18,000. 
Present owners are A. G. Allen, H. H. 
Derrick, P. W. Downs and R. L. Strat- 
ton. 


Name Me. Exam Board 


Commissioner Mahoney of Maine 
has appointed an advisory board, ap- 
proved by the legislature, to make rec- 
ommendations on the scope, type and 
conduct of examinations for agents’ 
and brokers’ licenses for fire casualty 
and surety. 

Appointees are E. Clifford Ladd, 
Rockland, stock agent; Clifford E. 
Leeman, South Portland, mutual agent; 
Leon M. Sanborn, York Mutual of 
West Buxton; Robert C. Lane, Peerless, 
and Lewis O. Barrows, president of 
Newport Trust Co. 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illineis 
WAbash 2-2535 Teletype CG1475 


You may telephone orders collect. 











HteNATIONAL UNDERWRITER 


Gives Specifics On All-Lines Selling 


Provision of financial protection for 
the properly insurable assets of a 
client was defined as the agent’s task 
by William H. Welch Jr., secretary of 
the accident department of Connecticut 
General Life, in a talk at the annual 
meeting of Vermont Assn. of Insur- 
ance Agents at Woodstock. 

Mr. Welch defined the client’s assets 
as his business, his home, his car, his 
employes, perhaps a boat, his profes- 
sional reputation, savings and invest- 
ments, his life, life policies, earning 
power, his wife and children. Many 
general lines agents have always 
stressed all-lines protection for their 
clientele, Mr. Welch observed. Today, 
even more agents are thinking in such 
terms with regard to the person as 
well as to his property. 


Makes Comparison 


He stressed the indispensability of 
earning power in order to emphasize 
the need for disability income protec- 
tion. This replaces in a “practical” way 
the lost or interrupted assets of earn- 
ing money in the market place. 

Drawing a parallel, Mr. Welch said 


that if there were a $250,000 frame 
structure, with no sprinkler system in 
a dry part of the country and 10 miles 
from the nearest fire department, the 
owner would be a prospect for fire in- 
surance, even though company under- 
writers might not regard him as the 
best prospect. A man of 40, earning 
$10,000 a year and with the expect- 
ation of earning it for 25 more years, 
will have accumulated earnings of 
$250,000, Mr. Welch pointed out. 

This is equivalent to the value of 
the frame structure, but it would be 
much easier to sell fire insurance on 
that than to sell the man disability 
insurance. The building owner knows 
that a fire could ruin him. The 40 
year old man knows “that disability 
happens to some people, and that it 
could happen to him, but won’t.” 

There is also a question of whether 
the agent will present the need for 
this protection as forcefully as he will 
present the indispensability of fire 
protection for the owner of the struc- 
ture, Mr. Welch observed. 

He admitted that it is a rare man 
who can put both CPCU and CLU after 
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his signature, and even the man who 
can may find gaps in his knowledge. 

However, regardless of how the 
complications of coverage or of con- 
tact details may increase, there will 
always be someone available to the 
general lines agent to assist him in 
areas where his knowledge is less com- 
plete than in his specialty. Enlisting 
specialized assistance may really be 
the mark of an “expert” Mr. Welch 
declared. 


Donovan Is Named To 
N.Y. Education Board 


James B. Donovan of the New York 
and Washington law firm of Watters 
& Donovan has been named to the 
new board of education in New York 
City. The former board, which was 
singled out in charges of civic ineffi- 
ciency in the city, was an issue in the 
recent Democratic primary in which 
Mayor Wagner was renominated. 

Mr. Wagner, in replacing the old 
board, named Mr. Donovan and eight 
other distinguished citizens to under- 
take needed reformations in the city’s 
school system and its administration. 
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Growing Prospects 


Vast real estate developments loom up across America. 
Older families seek better lives. New families create new 
standards of quality. Insurance expenditures range from 
three to five hundred dollars a year. Homeowners insurance 
is a must. 


Royal-Giobe, a leader in package policies, helps its 
agents sell Homeowners insurance through the same expert 
services all its other lines receive. In addition, Royal-Globe 
agents have the advantage of superior sales aids, such as the 
copyrighted Homeowners Comparison Chart. 


Are you cultivating prospects in the fertile soil of 
housing developments? 


ROYALGLOBE G 


INSURANCE COMPANIES New York 38, New York 


ROYAL INSURANCE COMPANY, LTO. - THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD. - ROYAL INDEMNITY COMPANY - GLOBE 
INDEMNITY COMPANY - QUEEN INSURANCE COMPANY OF AMERICA - NEWARK INSURANCE COMPANY - AMERICAN AND FOREIG! 
INSURANCE COMPANY - THE BRITISH & FOREIGN MARINE INSURANCE COMPANY LTD.- THAMES & MERSEY MARINE INSURANCE COMPANY, LTD 
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Co tions 
| 
Oct. 1-4, National Assn. of Mutual Insurance | 
Companies, annual, Statler Hotel, New York | 
City. 
Oct. 2-4, Society of Insurance Accountants, an- 
nual, Equinox House, Manchester, Vt. 
Oct. 3-5, Wisconsin agents, annual, Schroede: 
Hotel, Milwaukee. 


Oct. 5-6, New England mutual agents, an 
nual, Wentworth-by-the-Sea, Portsmouth 
N. H. 


Oct. 5-7, Arizona agents, annual, Bright Angel 
Lodge, Grand Canyon. 

Oct. 8-11, North Carolina agents, annual. 
Carolina Hotel, Pinehurst. 

Oct. 8-10, Missouri agents, annual, Governo! 
Hotel, Jefferson City. | 

Oct. 8-11, National Assn. of Casualty & Suret» 
Agents and National Assn. of Casualty & 
Surety Executives, annual, The Greenbrie: 
White Sulphur Springs, W. Va. 

Oct. 10, Insurance Economics Society, annual. | 
Edgewater Beach Hotel, Chicago. 

Oct. 11-12, NAIC president’s meeting with 
committee chairmen and vice-chairmen (ex- | 
ecutive sessions), and NAIC executive com- 
mittee special meeting (executive sessions), 
Edgewater Beach Hotel, Chicago. 

Oct. 12-13, North Daketa agents, annual, Fargo. 

Oct. 15-17, Kansas agents, annual, Broadview 
Hotel, Wichita 

Oct. 15-17, i agents, midyear, Emer- 
son Hotel, Baltimore. 

Oct. 15-18, National Assn. of Mutual Agents. 
annual, Sheraton-Cadillac Hotel, roit. 
Oct. 16, Rhode Island agents, annual, Sheraton 

Biltmore Hotel, Previdence. 

Oct. 16-18, Michigan mutual agents, annual. 
Sheraton-Cadillac Hotel, Detroit. 

Oct. 16-18, Zone 6 of NAIC, Holiday Hotel, 
Reno. (All executive sessions). 

Oct. 17-18, Massachusetts agents, annual, Shera- 
ton Plaza Hotel, Boston. 

Oct. 19-21, Nevada agents, annual, Reno. 

Oct. 19-22, Colorado agents, annual, Broad- 
moor Hotel, Colorado Springs. 

Oct. 22-24, Ohio agents, annual, Deshler Hilton 
Hotel, Columbus. : 

Oct. 23-25, South Carolina agents, annual, Have you done everything you can to see 
Francis Marion Hotel, Charleston. that your assureds are protected against 

Oct. 23-29, Hemispheric Insurance Conference. PEOPLE? 

Lima, Peru. 

Oct. 25, National Independent Statistical Serv- 
ice, annual, La Salle Hotel, Chicago. 

Oct. 29-31, Tennessee agents, annual, Andrew | 
Jackson Hotel, Nashville. 





NOTHING LIKE ’EM, IF 
YOU WANT TO 


build an army, or 

fill a subway train, or 
throw a party, or 
make more people 


BUT, GIVE A FEW OF THEM 
A DISHONEST THOUGHT, 
AND HEAVEN HELP YOUR 


© jewelry store, or 
® clothing manufacturer, or 
© piece goods dealer 


Our staff knows theft coverage in all of 
its forms: as an extension to Open Stock 
Burgiary Insurance, as part of Difference in 
Conditions, or All Risks coverage, etc... . 
Oct. 30-Nov. 1, California agents, annual, Bilt and all other classes of EXCESS and SUR- 

more Hotel, Los Angeles. PLUS lines from Abstractor’s Indemnity to 

Nov. 2, Connecticut agents, annual, Statler- Workmen's Compensation (Excess Aggre- 

Hilton Hotel, Hartford. gate) . . . Dial, wire, or write 


Fonda Hotel, Santa Fe. 


Nov. 12-15, Indiana agents, annual, Claypool 
AGENCY, INC. 


Hotel, Indianapolis. 
Nov. 13-14, MDlinois mutual agents, annual, | 

116 John Street, New York 38, N. Y. 
COrtland 7-6200 


Pere Marquette Hotel, Peoria. 
Nov. 13-15, Health Insurance Assn., individual 
insurance forum, Sheraton Hotel, Phila- 
delphia. 
Nov. 5-7, Illinois agents, annual, Chase & Park 
Plaza Hotels, St. Louis, Mo. 
Nov. 8-10, American Management Assn., fall | 
insurance conference, Drake Hotel, Chicago. Cable Address: ‘‘NYAJAXLA”’ New York 
Nov. 12-14, Kentucky agents, annual, Kentucky 
Hotel, Louisville. 
Nov. 13-15, Mutual Insurance Technical Con- 
ference, Edgewater Beach Hotel, Chicago. 
Nov. 2-3, Nebraska agents, annual, Cornhusker 
Hotel, Lincoln 
Nov. 13-16, National Assn. of Independent In- 
surers, annual, Hotel Biltmore, Los Angeles. 
Nov. 15-17, Casualty Actuarial Society, annual, 
Palmer House, Chicago. 
Nov. 16-17, Conference of Mutual Casualty 
Companies, accounting & statistical, office aa : 
metheds & personnel conference, Conrad SINCE 1894 § 
Hilton Hotel, Chicago. 
Dec. 4-8, National Assn. of Insurance Commis- 
sioners, Adolphus Hotel, Dallas. 
Dec. 27-29, American Risk & Insurance Assn., 
annual, New York City. 





| I! Revises Booklet 


|Insurance, has been revised and pub- 
| lished by Insurance Information Insti- 
| tute. It points out that the tremendous 
{growth of the insurance business has 
\created many more jobs for qualified 
| personnel. 





j and casualty lines, it explains how 


,and qualities needed for success in 


| 38, N. Y. 


Coats « Burchard 


COMPANY 


Appraisers 


e Appraisals for correct 
insurance coverage and 
proof of loss 


On Insurance Careers 
The booklet, A Career For You In 


Detailing the growth of property 


|career opportunities open up readily 
‘to those who pursue their insurance 
education. It also describes the various 
positions, possibilities for advancement 


e Depreciation studies 
e Property ledgers 


each. 
Copies of the publication are availa- 
ble from III, 60 John Street, New York 


4413 RAVENSWOOD AVENUE + CHICAGO 40, ILLINOIS 
SERVICE —COAST TO COAST 
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HteNATIONAL UNDERWRITER 


Against Fewer Companies In Agencies 


Allen R. Elliott, of the Thompson 
& Peck Agency of New Haven, writes 
with regard to the current trend of 
agencies representing fewer compan- 
ies and with respect to “economies” 
in connection therewith: 


In the 12 years I have been asso- 
ciated with the insurance business, 
major changes have been occurring. 
At least they are major changes in 
my eyes, bordering in fact on panic. 
Many agents, over a longer period of 
time, have observed changes in the 
business and do not fear or obstruct 
constructive moves. But they do abhor 
the current condition. 

When the vast majority of major 
changes— zood, bad, or indifferent— 
are fairly analyzed, they all come 
directly or indirectly from one group: 
The so-called independents, who are, 
by and large, direct writers. This can 
hardly be a reason for bragging by the 
so-called agency companies, but imi- 
tation is a sincere form of flattery. 
Rather than bog down on the multi- 
tude of examples on this point, I 
would prefer to pick on one example 
which, to me, is both extreme and 
amazing. This is the theory currently 
being preached that agents should cut 
down on the number of companies 
represented to one (usually that of the 
company speaker of the moment). 


Analyzes Reasons 


The reasons advanced by these de- 
clared champions of the agency sys- 
tem are many. One is economy. The 
agent will save a file drawer or so 
for company supplies, and another 
company account will not be carried 
in the bookkeeping department. Just 
what this is worth in dollars and cents 
to an egent obviously varies, but to 
most, I feel it means little or nothing. 
As time means money, I suppose 


Mich. Auto Club Studies 
Single Vehicle Accidents 


The safety and traffic division of 
Automobile Club of Michigan, in co- 
operation with University of Michi- 
gan’s transport institute and exten- 
sion service, recently sponsored a “Ran 
Off Roadway” conference at the uni- 
versity. 

The conference studied single car 
accidents, which cause almost 30% of 
Michigan traffic fatalities. It was de- 
signed to stimulate research on this 
problem among persons active in traf- 
fic accident prevention. 

Featured speaker was Burton W. 
Marsh, director of the traffic safety 
and engineering department of Amer- 
ican Automobile Assn., who described 
some approaches to the solution. Gen- 
eral Motors, American Motors, and 
Ford and Chrysler provided speakers. 
Also represented were the sponsoring 
organizations, Michigan State Police, 
State Highway Department, State De- 
partment of Public Instruction, the 
city of Detroit, road commissions and 
several safety associations. 





St. Louis CPCUs Plan Oct. 12 Meet 

The St. Louis chapter of CPCU will 
hold an open meeting Oct. 12 featuring 
a report on the national seminar at 
Washington. Among guest speakers 
will be Robert C. Hunter, Robert L. 
Shifrin and Jerry Wightman, St. Louis 
agents. Topics discussed will include 
acceptance by underwriters and the 
impact of legislation in marketing a 
risk, different packaging methods, the 
inconsistencies of state laws relating 
to workmen’s compensation, and fire 
deductibles. 


many will argue that company rep- 
resentatives take up too much of their 
time. It seems to me the agent is fully 
in charge of this particular relation- 
ship and can control it to his own ad- 
vantage. Much can be gained if the 
agent knows what he wants, listens, 
and schedules his own time. 

I will concede that as more and more 
companies make their own filings for 
forms and rates, a natural limitation 
occurs, aS only so much can be ab- 
sorbed and used by any agency, re- 





gardless of size. But this, to me, is a 
reason to represent more companies 
rather than limit myself to one. 

At any given time, one company’s 
rates, forms, and underwriters may 
favor a particular line over another. 
I can only hope that both sources are 
open to me, since tomorrow the situa- 
tion may be reversed. Though the mul- 
tiple line insurer is now commonplace, 
multiple line ability is not. Though 
companies like to think of themselves 
as good as the best in all lines, they 
are not. I cannot believe that a model 
of excellence will ever exist within 


: First Participating Fire Policy 
: First Premium Budget Plan 
: First Blanket Liability Policy 


: First Home Insurance Package Policy 
The Householders Ultra 
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one company to the extent that any 
independent agent will cut off other 
markets. 

As to some of the other advantages 
for single company representation, 
such as security, by being included in 
company retirement plans; one sales 
promotional plan to use, rather than 
many to choose from; less work; some 
tax advantages, and simplicity, I can 
only say that as an independent in- 
surance agent, I have already made 
my decision. If I want this, I would 
have tried to join a “direct writing” 
company. 


PROGRESS THROUGH PARTNERSHIP (One of a Series) 


: First Continuous Auto Policy--SAFECO 


: First Package Policy for Motel Owner 


s 


: First with “Years Ahead Approach” to 


Life Insurance—LIFECO 


: First Continuous Homeowners Policy 


: First Continuous Boatowners Policy 


General / Safeco /Lifeco Agents Get Ahead and Stay Ahead with Industry-Leading Products! 


“firsts?” 


Since 1923 thousands of independent G/S/L agents 
have outgrown and out prospered competitors 
with “industry-first” competitive products. Can 
your present companies equal these G/S/L 


This list of important “firsts” 


needs of G/S/L 


on the road to 
will continue to 


lengthen as General/Safeco/Lifeco fulfills the 


agents to meet changing times and 


the ever increasing competitive activity in the in- 
surance industry. For independent agents Progress 


success is through Partnership— 


agent and company. 


Is This Your Kind of Company ? 


Mail this coupon now. 


| 





Home Office: Seattle. Division Offices: New York, Atlanta, Cincinnati, St. Louis, 
Dallas, Denver, Los Angeles, San Francisco and Vancouver, Canada 


Seattle 5, Washington 


GENERAL/SAFECO 
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General Insurance Company of America 
General Insurance Building, Dept. 808 


Please tell me more about Progress Through Partnership with 
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Says Over 65 Group 
Well Able To Afford 


Its Own Medical Care 


LOS ANGELES—Men and women 
over 65 are better able to take care of 
their medical needs than some other 
age groups, a meeting of Southern 
California chapter of American Society 
of Insurance Management was told 
here. 

In an address barbed with statistics, 
Russell H. Hubbard Jr., employe bene- 
fits consultant General Electric, New 
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York, charged there was a note of hys- 
teria in the current pressure to in- 
clude compulsory medical care under 
social security. Voluntary health in- 
surance is doing the job today even in 
the 65 and over group, he stated at the 
chapter’s annual buyer’s conference. 
Mr. Hubbard emphasized that this 
country prides itself on having the 
best medical care available. He 
warned that the quality of health care 
could not help but deteriorate if ex- 
perience under other government con- 
trolled medicine is any guide at all. 
He stated that further progress and 


the very existence of voluntary cov- 
erage is threatened by present pro- 
posals to pay medical benefits under 
social security, and that those propos- 
als would also jeopardize the entire 
social security system and the quality 
of medical care. 

“The advocates of compulsory med- 
ical care,’ Mr. Hubbard said, “con- 
tinue to trot out the correct but mis- 
leading fact that 60% of the aged 65 
and over have incomes less than $1,- 
000. The census data on which this 
was based shows that 74% of these in- 
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Lightning Protection 
Institute Publishes 
Rating Bureau Study 


Insurance rate credits on lightning- 
protected buildings are an incentive 
to take measures that will reduce the 
$125 million property loss caused an- 
nually by lightning, according to 
Lightning Protection Institute, Chi- 
cago. The institute has published the 
results of a national survey of fire 
rating bureaus. It shows that rate 
bureaus of 34 states grant credits in 
fire rates on protected buildings. Bu- 
reaus of the other 16 states were 
urged to study the benefits of rate 
credits to the public, both directly 
and by lower rates resulting from re- 
duced losses. The report also noted 
that only 15 of the 34 credit-granting 
states make distinctions between com- 
plete protection systems approved by 
Underwriters Laboratories and those 
not approved. Bureaus of the other 
states, however, have indicated they 
are planning revisions. 


Credit Was Increased 


New York Fire Insurance Rating 
Organization in 1960 increased credit 
for lightning protection, allowing a 
7% reduction on churches having the 
“master label” installation approved 
by Underwriters Laboratories. More 
recently, Kentucky approved an 8% 
reduction on fire rates for whiskey 
warehouses with an added decrease 
of about 5% for individual warehouses 
provided with a standard lightning 
protection system. This distinction and 
rate credit itself are growing more 
important, according to Lightning Pro- 
tection Institute, because: 

—The decentralization movement is 
putting more structures in exposed 
outlying areas where lightning is the 
biggest single fire cause, an estimated 
37%. 

—Higher building costs and valua- 
tions are coupled with greater vulner- 
ability to lightning strikes. This re- 
sults from the use of more electrical 
appliances, metallic objects and ma- 
terials, slab floors in direct contact 
with moist earth, and more than 40 
million TV aerials throughout the U.S. 

The institute’s report cited New 
Hampshire as the only state to give 
credits to lightning protected industrial 
buildings and commercial structures. 
Bureaus of other New England states 
allow a uniform 10% credit on pro- 
tected farm, suburban and city resi- 
dential properties having approved 
lightning protection svstems. New 
England states do not necessarily have 
more lightning storms than other areas, 
but the storms are unusually severe 
and prolonged. The only other state 
making an equal allowance spread is 
Texas. 

Highest credit granted for lightning 
protection is in New York state—25 
cents per $100 of insurance on farm 
buildings. Twenty-six states allow two 
to 10 cents per $100; five give 10%; 
one 5%; five grant 5% on churches 
only, and one grants two to five cents 
on churches. 

Seven states offer credits on city 
and suburban homes which have com- 
plete lighning protection svstems. 

Copies of the study are available 
free to rating bureaus and insurance 
companies from Lightning Protection 
Institute, 53 West Jackson Boule- 
vard, Chicago. 


Members of Fire Underwriters For- 
um of San Francisco on Oct. 4 will 
make an inspection of the Berringer 
Brothers, L. M. Martini and Krug win- 
eries at Saint Helena, Cal. 
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Public Exvects Value 
When Buying 
A&S: James Williams 


The American people are willing to 
pay for their health services but 
they want to be sure that their dollars 
are being used efficiently, James R. 
Williams, vice-president and general 
manager of Health Insurance Institute, 
told the state officers conference of 
American Academy of General Prac- 
tice at a meeting in Kansas City. 

Mr. Williams said increasing atten- 
tion is being given to the rise in health 
care costs, and it is in this area that 
greater cooperation is needed between 
the providers of health services and 
those who help finance its cost. He 
noted that there recently has been a 
flood of reports on the cost of health 
care which, he said, indicates public 
concern about the issue. 


Issue Not Being Faced 


“The concerns are manifested by an 
uneasy feeling that the issue of cost 
control is somehow not being faced 
realistically.” he warned. Because 
health insurance is tied to the complex 
structure of modern health care it 
must be flexible and responsive to 
changing needs and conditions. Many 
place great hope in this area on major 
medical insurance, which he called 
“the fastest growing health insurance 
today.” 

Mr. Williams said public acceptance 
of major medical insurance indicates 
“some significant public attitudes,” 
and, elaborating, “First of all, it dem- 
onstrates that the American people 
want to pre-pay or budget or insure as 
much of their unpredictable health 
care bill as possible while still retain- 
ing the right to choose their type of 
health service. This concept, it seems 
to me underscores their preference for 
the traditional voluntary system both 
for provision and financing of care. 


Willing To Pay 


“It illustrates, too, that people are 
willing to pay more for their health 
services—especially through a spread- 
the-risk device like insurance—pre- 
cisely because medical science is re- 
sponsive to their higher expectations 
for health and longevity. 

“The people, however, will retain 
this confidence only so long as they 
remain convinced that higher costs 
mean higher quality, and not ineffi- 
cient, wasteful practice.” 

Mr. Williams pointed out that in- 
surance companies are ready and ea- 
ger to work cooperatively with medi- 
cine toward stabilizing medical costs. 
He said that the council’s representa- 
tives have interested themselves in 
review committee arrangements and 
in the establishment of relative value 
schedules. 

“We believe these are healthy signs 
of cooperation between insurance and 
medicine that inevitably will lead to 
better service to the public. The more 
this kind of activity can be devel- 
oped—and its impact brought home— 
the more confidence there will be in 
the capabilities of our voluntary sys- 
tem to adjust to and meet the needs 
and expectations of the American peop 
ple,” he said. 
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Employers Mutuals Club Elects 
Employers Mutuals Quarter Century 
Club at its annual election at the home 
office named as honorary lifetime 
president W. H. Burhop, Employers 
chairman. G. E. Kohl, Kansas City, is 
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the new president of the club; J. S. 
Putnam, Detroit manager, vice-presi- 
dent, and N. A. Schultz, Twin Cities 
branch, secretary. The club has grown 
to 165 members, with the initiation of 
21 employes who observed their 25th 
anniversary this year. The meeting 
was attended by 155 persons, including 
J. C. Youmans, the first employe of the 
company, which is currently celebra- 
ting its 50th anniversary. 


N. Y. Mutual Agents 


In Regional Meets 


Mutual Agents Assn. of New York 
is holding regional workshops Oct. 30 
at Yonkers; Oct. 31 at Albany; Nov. 1 
at Sracuse; Nov. 2 at Rochester, and 
Nov. 3 at Buffalo. 

Topics include a safe driver problem 
clinic; the law and the independent 
agent; a clinic for female personnel; 
business interruption; assigned risk 
plans and agency problems in that 
regard; coverage analysis; general 
liability and the CPL form, and the 
commercial property plan. Association 
projects and the 1962 legislative pro- 
gram will also be discussed. 


CPCU’‘s In London Meet 
With English Fellows 


Society of CPCU and Chartered In- 
surance Institute of England will hold 
a joint meeting Oct. 3 at Alderman- 
bury Hall, London. 

Papers on marketing in the USS. 
and in England will be presented. 
Bernard J. Daenzer, president Wohl- 
reich & Anderson, New York, past 
president of the society, will analyze 
the American marketing scene, while 
A. G. Brown, London agency mana- 
ger Royal-Globe, will cover the Eng- 
lish practices. John Adam Jr., presi- 
dent Worcester Mutual Fire, will com- 
ment on Mr. Daenzer’s paper, and Ger- 
ald E. Myers, Alexander & Co., Chi- 


cago, will offer remarks on Mr. 
Brown’s. 
A seven-man CPCU committee, 


with Robert O. Young, assistant sec- 
retary North America, as chairman, 
will explore with CII members a num- 
ber of research projects. 

Kenneth Black Jr.,. chairman of 
the Georgia State College insurance 
department will be a moderator. 

The CPCU party going abroad is 
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A. Z. Skelding Retires 
After Lengthy Career 


A. Z. Skelding has retired as associ- 
ate general manager of National Coun- 
rT cil on Compen- 
gig sation Insurance 
after 37 years with 
the organization. 
He joined the 
council’s actuarial 
staff in 1924, was 
named assistant 
actuary in 1928 
and actuary in 
1933. In 1950 he 
was elevated to 
assistant manager: 
and his final pro- 
motion in 1957 brought him to his 
latest post. 

A fellow and past vice-president of 
Casualty Actuarial Society, Mr. Skeld- 
ing is presently its secretary-treasurer. 
He has also been chairman of the so- 


A. Z. Skelding 





comprised of 89 members and their 
wives who will leave Washington, 
D.C., in two chartered planes. 





175 WEST JACKSON IS UNMATCHED! 





Tenants of Chicago’s largest Office building 
who drive down find ample parking facili- 
ties within a block. For those using public 
transportation the “L’”’ and various buses 
are available near the building entrance; the 
subway system and Suburban Railway Sta- 
tions can be reached through a brief walk. 


The lobby stores and shops offer almost any- 
thing a tenant might want—a facility doubly 
appreciated on rainy days. With all this 
convenience, the tenant has the prestige of 
an address famous throughout America. 
Space inquiries are invited from firms seek- 
ing ideal Chicago location. 


INSURANCE EXCHANGE BUILDING 


America’s Greatest Insurance Building 


L. J. SHERIDAN & CO. 


Management Agent 


175 WEST JACKSON BOULEVARD, CHICAGO 4 


Telephone WAbash 2-0756 
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Continental Casualty 
Writing Unemployment 
Policies On Mortgages 


Continental Casualty has issued its 
first—and the industry’s first—unem- 
ployment insurance policy package 
covering home mortgages to a Fox 
Lake, Ill., home developer. The poli- 
cies will apply to more than 250 
houses selling for an average of $15,- 
000. 

The 





policy, developed jointly by 
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Continental, Home Builders Assn. of 
Chicagoland, and Celotex Corp., will 
provide monthly mortgage payments 
for eligible homeowners who buy 
homes in qualified new home subdivi- 
sions. The premium on the policy will 
be paid for by the builder and in- 
cluded in the purchase price. 

The home developer has taken out 
policies for three developments con- 
taining homes that fall within the 
$12,900 to $18,000 range and can be 
purchased on a no-money-down basis. 

The policies, which currently are 


being offered only to builders in the 
Chicago area, will pay all costs, in- 
cluding principal, interest, taxes, and 
insurance of the home-buyer’s 
monthly mortgage payments for up to 
six months of continuous unemploy- 
ment. 

The plan will apply only to persons 
who are laid off or discharged through 
no fault of their own. In addition, it 
will cover mortgage payments for up 
to five years, after a fifteen day wait- 
ing period, for homeowners unable to 
work because of accident or illness. 


rigaftaral 
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GOOD-BUSINESS LANDMARKS 


More and more independent agents are finding 


their growth objectives easier to attain with the 


Agricultural Insurance Group. A progressive 


national organization, Agricultural offers knowledge- 


able field staff assistance on any sales or service 


problem; prompt claims 


forms; and a wide array of tailored-to-fit, easy-to-sell 


“package” policies. 


Write today for full details. 
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Z& NCHOR CASUALTY ©. 
Z& MERICAN EMPIRE INS. ©. 


of South Cakota 


Eastern Div., Watertown, N.Y. e Western Div., St. Paul 14, Minn. 
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Accident Cases Moved 
Faster In N. Y. Courts 
By Blockbuster Plan 


Speedier trial and settlement of ac- 
cident cases in Manhattan have been 
achieved by special “blockbuster” 
tions set up in the New York supreme 
court. These sections dispose of “road- 
blocks” caused by old and difficult 
cases clogging court calendars. The 
system will be permanenttly estab- 
lished next year in Manhattan and 
the Bronx. 

Presiding Justice Botein of the ap- 
pellate division of the supreme court 
for Manhattan and the Bronx dis- 
cussed the change at a luncheon given 
in his honor by New York Assn. of 
Plaintiff Trial Lawyers. 

Each month, 60 of the oldest acci- 
dent cases in the court are assigned 
to the blockbuster sections. Because 
they handle the oldest cases, adjourn- 
ments for such reasons as unreadi- 
ness of the lawyers are eliminated. 
Cases are concentrated and trial dates 
staggered by the judges, Justice Bo- 
tein explained. 

In a test from January through 
June, 1961, he said, blockbuster sec- 
tions disposed of three times as many 
cases as regular sections—30 a month 
against 10. Five blockbuster units dis- 
posed of almost as many cases as 18 
regular sections—860 against 933. 

The judge in a blockbuster section 
calls his own calendar, conducts pre- 
trial conferences and goes to trial with 
cases not settled or disposed 
of otherwise. 

Justice Botein explained that ac- 
cident claims comprise 90% of su- 
preme court cases. He said the con- 
ventional calendar system has left 
court rooms periodically idle, with 
judges “twiddling their thumbs.” 


Benefits Of Plan 


Since a blockbuster judge has a 
quota of 60 cases to dispose of in 
two months, he is less inclined to 
grant adjournments, Justice Botein 
observed. Another reasons for the suc- 
cess of the special sections is that large 
blocks of cases defended by an insur- 
ance company can be concentrated in 
one trial section at one time. This 
simplifies the defense task of having 
lawyers available and ready for trial. 

Justice Botein said that after Jan. 1, 
1962, the calendar parts would con- 
tinue to function on a curtailed basis. 
They will assign non-accident cases 
and more recent accident cases re- 
quiring immediate trial to a reduced 
number of traditional trial parts. 

Conference reports show that de- 
lay in New York County, where the 
experiment has been tried, has been 
cut to 20 months, the shortest in any 
county in the metropolitan area. Jus- 
tice Botein recalled that 10 years 
ago the delay in New York County was 
46 months. 


Cite National Board Film 


The Science of Fire, National 
Board’s newest educational film, has 
been awarded a certificate of merit 
by the Vancouver Festival Society. 
The 20-minute color film was selected 
for presentation in the science and 
agriculture category of documentary 
film at the society’s annual interna- 
tional Film Festival in Vancouver. It 
tells the story of fire, the principles 
of combustion and how fires can be 
prevented. 

Independent Insurors of Fort Wayne 
has elected Richard Fishering presi- 
dent, Neil Feichter vice-president, and 
Clell Boerger secretary-treasurer. 
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Illinois Revises 
Statutes On Bonds, 
Capital Stock, WC 


Several laws recently passed by the 
Illinois general assembly and ap- 
proved by Gov. Kerner are of interest 
and importance to the business. Bills 
sponsored by the Illinois department 
were among those adopted. 

Domestic companies have been au- 
thorized to invest in bonds issued by 
any agency or instrument of the fed- 
eral government. They may also in- 
vest in bonds issued by the newly 
created [Illinois building authority 
and in bonds or other evidences of in- 
debtedness issued by any solvent trust 
established for religious purposes. 

Unauthorized or non-admitted in- 
surers that advertise by mail, news- 
papers and otherwise in Illinois are 
subject to jurisdiction by the depart- 
ment. Any false or misleading state- 
ments will expose the companies to 
action in Illinois. Notice of violation 
when it appears will be sent by the 
department to the company and to 
the supervisory official of the com- 
pany’s home state. If the violation 
continues for more than 30 days after 
such notice, the director may proceed 
to hold a formal hearing for a cease 
and desist order. This legislation is a 
model bill recommended at the Decem- 
ber meeting of National Assn. of In- 
surance Commissioners. 


Bond Legislation 


A bill has been passed ruling that 
bail bondsmen may not recommend 
attorneys. Examination as to assets 
by the court has been clarified, and 
except for authorized surety compan- 
ies, outstanding bonds have been 
limited to net assets, including the 
statutory deposit, of licensed bonds- 
men. The definition of being in the 
business of giving bail has been re- 
drafted, without substantive change, 
to require licensing. 

Bid bonds no longer qualify as the 
deposit required by purchasing agents 
on municipal orders or contracts in- 
volving more than $2,500. 

Certain governmental agencies have 
been authorized to provide liability in- 
surance against negligent acts of of- 
ficers and employes. These include 
road districts, townships, county tu- 
berculosis sanitariums, and county 
boards of supervisors. Limits of liabil- 
ity were established for certain tort 
claims against county highway super- 
intendents, and they are to be indem- 
nified in such cases by the county. 
Indemnification has also been provided 
for sheriffs and their deputies for 
tort claim judgments. 

Similar indemnification bills for 
road. district commissioners, _ state 
highway policemen and school officers 
and employes were vetoed. However, 
approval was given to the creation of 
a torts law commission which will 
study the entire area of governmental 
immunity, modifications thereof, in- 
demnity and related matters. 

Furthermore, school boards may 
participate in hospital and medical 
benefit plans for employes. Munici- 
palities may provide group plans, and 
counties may withold group life pre- 
miums. 


Capital Stock Bills 


Other legislation rules that stock of 
new insurance companies must have 
par value of at least $1 a share. The 
maximum of 15% for commissions and 
other expenses of stock offerings may 
no longer be disbursed during the 
course of the solicitation. It must be 
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held until the entire offering has been 
sold. The full amount paid must be 
refunded to subscribers in cases where 
the sale has not been completed. 

The minimum surplus for recipro- 
cals exchanging fire and marine has 
been increased to $200,000. 

When rehabilitation proceedings 
have been started and it is found that 
they will not succeed, the case may 
be converted to a liquidation with no 
further notice to claimants and credi- 
tors. In cases where assessments of 
policyholders are permitted, unpaid 
assessments may be reduced to judg- 
ments in the liquidation proceedings. A 
separate action to obtain such judg- 
ment will no longer be required. 


May Convert Hospital Insurance 


Hospital service corporations now 
organized as non-profit corporations 
have been authorized but not required 
to convert to the mutual legal re- 
serve life form upon acquiring the 
necessary surplus. 

Effective July 1, 1961, increased 
benefits had been provided under both 
the Illinois workmen’s compensation 
and the occupational diseases acts. Ad- 
ditions have been made to both acts 
providing that when the Illinois in- 
dustrial commission finds, after notice 
and hearing, that any service or ad- 
justment company handling claims 
has a policy of delay or unfairness 
toward employes, the commission may 
prohibit future claims work by such 
service or adjustment company. 


Western Casualty Names 


Two In Missouri Field 


Charles A. Grove Jr., who has been 
special agent for Western Casualty and 
Western Fire of Fort Scott in north- 
western Missouri, has been transferred 
to Kansas City as metropolitan and 
suburban special agent. He will make 
his headquarters at 916 Walnut Street. 

G. W. Baker, who has been in the 
home office, will succeed Mr. Grove, 
with headquarters at Hamilton, Mo. 


Nuttle Ends hens Career 


Harold C. Nuttle, assistant secretary 
of Fidelity & Deposit, and for the 
past 41 years a member of its claim 
department, has retired. Mr. Nuttle 
is a past president of Casualty & 
Surety Club of Baltimore. 


Promotions Made 
By Royal-Globe 


Royal-Globe group has transferred 
James S. Roach, claims manager at 
Lincoln, Neb., to New York where 
he will supervise training for loss 
and claims personnel. He is succeeded 
by Charles O. Fortney, who has been 
claims adjuster at Houston. Mr. Roach 
has been with Royal-Globe since 1951, 
and Mr. Fortney since 1955. 

W. R. Alexander, formerly claims 
manager at Little Rock, has been 
transferred to New York for admin- 
istrative training. He is succeeded by 
Jesse A. Harvey Jr., formerly adjuster 
at San Antonio. Mr. Alexander has 
been with the company since 1952 
and Mr. Harvey since 1954. 


S. G. Aventis’ Cond Set 


South Carolina Assn. of Insurance 
Agents will hold its annual meeting 
Oct. 24-25 at Francis Marion Hotel, 
Charleston. 

Two prominent public relations men 
will be featured: William D. Huff, PR 
adviser to the association, and Carlton 
Thomas, who holds the same post in 
the North Carolina association. Maur- 
ice G. Herndon, Washington represen- 
tative of NAIA, will report on hap- 
penings in the capital. 

Other speakers are H. T. Shulen- 
berger, Miami insurance counselor, 
and Hugh C. Lane, chairman of Citi- 
zens & Southern National Bank. Com- 
missioner Austin of South Carolina 
will also offer remarks. 


Pearson Is Unit Manager 
Of Stewart, Smith (IIl.) 


Stewart, Smith (Ill.), Lloyd’s brok- 
ers, Chicago, has named Fred Pearson 
manager of the fire and inland marine 
departments. He joined the agency in 
1958 and before that was with A. B. 
Bentley Co., New York City brokers. 
He recently returned to the U. S. for 
a year’s study at Lloyd’s of London. 


Williams In Tenn. Change 


Phoenix of Hartford has appointed 
Merlin E. Williams special agent in 
east Tennessee, with headquarters in 
Knoxville. He has been special agent 
of Commercial Union for several years 
in Tennessee. 
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Norwich-Scottish In 
Personnel Changes 


Norwich-Scottish group has named 
Robert J. DeGray to succeed Thomas 
E. Owen, secretary in charge of fi- 
nancial and accounting matters, on 
the latter’s retirement after 42 years 
with the organization. 

Mr. DeGray, who is controller, joined 
the organization in 1935 as a clerk 
in the accounting division and pro- 
gressed to statistician in 1954 and to 
controller in 1957. He is past president 
of National Machine Accountants 
Assn. 

Mr. Owens was in the accounting 
unit for his entire career, advancing 
to chief accountant. In 1948 he was 
named assistant secretary of Scottish 
Union and secretary of American Un- 
ion. In 1960 he became assistant sec- 
retary of Norwich Union and secretary 
of Eagle Fire. 

Joseph F. Ochs has been named 
superintendent of personnel at the 
head office. He joined the group in 
1958 as a special agent and has most 
recently been in that capaicty in Mas- 
sachusetts, Vermont and New Hamp- 
shire. 

Joseph F. Plis, with the company 
since 1954 in underwriting and pro- 
duction capacities, has been raised to 
casualty supervisor. Miss Alda O. Pil- 
ky has been advanced from assistant 
to purchasing agent. She joined the 
group in 1942 in the inland marine 
unit. 


DeRosa Of Sayre & Toso 
Named To Additional Post 


E. Richard DeRosa, controller of 
Sayre & Toso, has also been named 
treasurer of Mission Equities Corp. He 
will make his headquarters at Mission 
Equities home office in Los Angeles. 
Mr. DeRosa joined Sayre & Toso in 
1959. He had been assistant to the con- 
troller of Occidental Life of California. 
Before that he was assistant secretary 
and controller of Transamerica Fire. 


Olympic of Baltimore (a mutual) 
exhibited a collection of antique fire 
fighting equipment during an open 
house celebration of the opening of its 
new building at 534 Calvert Street, 
Baltimore. 
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Complex Problem 


After a field man has been selected 
and carefully trained, a realistic eval- 
uation of the man must be made be- 
fore he is assigned. These steps must 
be part of one process, R. N. DeFrance, 
Ohio production manager of State 
Auto Mutual of Columbus explained in 
a talk at the sales and agency sectior 
at the Conference of Mutual Casualty 








Some drivers just don’t fit the alien. 


Some are too old for the liability limits they want. Some too 
young. Some face the same problem for reasons other than 
age. The solution: The Fund Insurance Companies. Here a 
complete Excess and Special Risk 
Department unravels knotty prob- 
lems, offers surprisingly low rates 
and high limits. And this service is 
available to all agents and brokers. 
Contact the fieldman from The 
Fund in your area. He'll gladly 
send you a rate card. 
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Evaluating The Field Man Is A 


For Companies 


Companies in Chicago. 

Mr. DeFrance said that in most com- 
panies there is no job description for 
a field man. Even if an attempt were 
made to develop such a description it 
would not and could not be concise and 
explicit. The two most important con- 
cepts are the functions of a field man 
and the objectives of the company. 





Mr. DeFrance first considered the 
functions, condensing them into five 
general areas. Foremost on the list are 
the field man’s interest and obligation 
to stimulate sales for his agents and 
for his employer. While stimulating 
sales, he must be restrictive in pro- 
moting only profitable and quality 
business. Next, he must convince his 
vagency force that ultimate success 
comes only from writing good business. 

The third general function is to con- 
vey the company image in all dealings 
with agents. A fourth function is to 
provide services in addition to com- 
pany objectives. This is not limited to, 
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but would include agency continuation, 
recruitment, agency accounting, and 
office management. It is not necessary 
for the field man to be a masterful 
technician in offering these services, 
but he can develop a working general 
knowledge to the point of being a de- 
cided asset to his company and “the 
best of the lot” in the eyes of his 
agents. 

Finally comes agency education, 
Never before have agents been so hun- 
gry for knowledge. They are quick to 
realize the need for technical informa- 
tion and sales helps, and they naturally 
turn to the field man who can assist. 

These are not all of a field man’s 
functions but they serve to point up 
the need for understanding on the part 
of anyone appraising him. 


Company Considerations 


But before an evaluator descends 
on the field man, he must analyze the 
company’s objectives, Mr. DeFrance 
emphasized. Naturally, all companies 
are interested in growth, but there is 
the question of growth in dollar vol- 
ume versus growth through increased 
policy count or number of insured. It 
might well be that a company, at a 
given time, would have a predomin- 
ating interest in percentage increase 
for a particular type of policy, or be 
concerned with successfully marketing 
a particular package. The company 
might desire that the field force and 
agency plant concentrate on develop- 
ment of a particular group of potential 
insurance buyers as a means of spread 
and growth. 

Then there is the question of com- 
pany philosophy regarding territorial 
expansion. Many companies have re- 
stricted their writings to only parts of 
states; some have seen fit to concen- 
trate on growth within their present 
operating territories, and others wish 
to spread their name and products into 
untapped areas. 

Within the framework of their over- 
all objectives, some companies may 
believe that the field offers opportun- 
ity for personal development. Some do 
not. Others use the role of a field man 
as a training ground for managerial 
posts. 

Even with the field man’s func- 
tions and company objectives as a 
guide, it is difficult to come up with an 
evaluation of a man and produce a 
concise, complete picture without 
bias and omission, Mr. DeFrance said. 

He reviewed some of the “difficul- 
ties,” observing that no particular one 
could be the basis for measuring a 
field man’s worth to a company or in 
determining his ability. 

Volume of business alone may not 
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measure the effectiveness of a field 
man. There have been many cases 
where volume was increased at the 
expense of profitability. An assigned 
territory could produce a high percent- 
age of increased writings due to area 
economics and not necessarily to the 
direct result of a field man’s efforts. 
His area might be one that was en- 
joying dynamic growth in population 
and business. 

Volume consideration could work 
the other way. A field man could be 
serving his company well, although 
declining population and a lowering 
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Use Airkem SOS at the 
beginning of negotiations —then 


proceed in odor-free atmosphere 


There’s every reason for starting your task 
by calling Airkem Smoke Odor Service! 
It helps you before, during and after 
adjustment. 


Overnight—or in a matter of hours—you 
can thus remove the most insistent evi- 
dence of damage—the all-pervading, sick- 
ening odor. At once you have a favorable 
atmosphere for your negotiations. You are 
a big step ahead before you “get down to 
cases.” 


As most adjusters know by now, Airkem 
SOS almost invariably reduces the amount 
of the claim. And you have the satisfaction 
of knowing that the policy-holder, once 
satisfied, will stay satisfied—Airkem tech- 
niques prevent trapped odors, or “painted- 
over odors” from recurring in the future. 
Airkem technicians perform a thorough 
job, a complete job, as well as an aston- 
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work scientifically, employing formulations 
and techniques developed by one of the 
world’s largest odor-research laboratories. 


So start by calling Airkem SOS on the 
loss. Airkem can be a big help—to the 
policy-holder, to the agent, to the com- 
pany, to you. 


New! Sound-film, “‘The Nose, Friend 
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business index forced a noticeable re- 
duction in territory writings. Another 
possibility is that volume alone could 
not be considered realistically due to 
the composition of the agency plant 
served by the field man. The company, 
for one reason or another, might not 
desire to expand the agency force in 
his territory. He may have inherited 
a complacent, aged agency plant that 
had represented the company for many 
years. The advent of new policies and 
promotions by the company could be 
indifferently received, with the result 
that increases in business would be 
slow, irrespective of a field man’s ef- 
forts. 

Considered alone and apart, even 
profitability may not measure effec- 
tiveness of a field man. A high per- 
centage of profit may not tie into the 
objectives of a company. For example, 
profitable automobile writings, with- 
out noteworthy increase in other casu- 
alty or fire lines, might be in direct 
opposition to company desires to re- 
strict automobile business while pro- 
moting more “savory” writings. 


Other Observations 


History may show that a given geo- 
graphical area has always produced a 
neat profit for the company, irrespec- 
tive of the field man. Some territories 
could be lucrative because of a good 
distribution by lines where the “sweet 
more than offset the bitter.” Con- 
versely, a lack of profits could be 
brought about by inadequate rates. 
Even today there are states where it 
is difficult, or practically impossible, 
for companies to secure needed and 
justifiable rate increases. It would be 
wholly unfair to hold against a field 
man the inability to produce a profit 
where the rate structure is out of bal- 
ance. 

Merit rating on technical knowledge 
alone could disqualify some field men 
There are men who have a limited 
knowledge of the business yet are suc- 
cessful representatives because they 
ably convey the company profile and 
philosophies. 

Mr. DeFrance suspects that indivi- 
duals are rated in a general way, and 
that evaluators subconsciously take into 
consideration all of the traits and abil- 
ities that they think field men should 
have. Any group of field men can be 
examined and those comprising it will 
each be found worthy of a place in the 
sun, although their methods of dealing 
with people and their selling techni- 
ques are individualistic. As with any 
employe, intelligence and personality 
can be measured effectively with point 
or grade tests. But also to be con- 
sidered are knowledge, ability to get 
along with people and applied sales- 
manship, to mention only a few factors. 

In a fair and impartial evaluation, 
consideration must be tempered by the 
market being served. The format of 
whether the market is predominantly 
urban or rural, the nature of the com- 
petition, and whether the company 
generally writes personal or commer- 
cial lines are a few factors. As in any 
business, it is quite obvious that eval- 
uation must consider an individual’s 
limitation as to age and experience. 
Moreover, an evaluation must recog- 
nize potential as well as past accom- 
plishment. 


Use Of Guide Lines 


Mr. DeFrance reviewed some eval- 
uation guides and commented on their 
application. Reports from agents fur- 
nish one guide. Agents are not hesitant 
to remind companies of deficiencies 
in the field man. The agent knows his 
own area of interest and he knows if 


he is getting what he wants from the 
field representative. Favorable reports 
from most agents would be a baro- 
meter that the field man was rightly 
slotted and that he was performing his 
marketing task in the manner ex- 
pected. 


Must Be Reliable 


Although the agent is in a position 
to weigh and measure the field man’s 
worth it must be determined whether 
or not the agent’s viewpoint is reliable 
and fair. It is difficult for some agents 
to be objective in their evaluation. 
Their favorable comments might stem 
from a deep personal friendship with 
the field man and not because he had 
been of continuing genuine service. 

Other guides are the field man’s 
attitude toward self-improvement ac- 
tivities; his response to company train- 
ing programs; his desire to improve 
through reading and through corres- 
pondence courses; and his activity in 
organizations and associations that will 
improve his personality and insurance 
stature. 

If he follows some or all of these 
lines of personal development, it is a 
certainty that he will be able to serve 
his agents better. But, here again 
there can be a limitation. Even though 
a field man participates actively in 
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self-education, he may lack the ability 
to impart his knowledge and informa- 
tion to others. If this be true in any 
instance, this limitation should be 
studied by someone capable of correct- 
ing the shortcoming. 


Keough Syracuse Head 
Of Seaboard Surety 


Seaboard Surety has opened a 
branch at 311 State Tower Building, 
Syracuse. William E. Keough has 
joined the company as manager there. 
Mr. Keough has had 15 years in the 
bonding business, most recently with 
Massachusetts Bonding in Syracuse. 
Before that, he was with Aetna Cas- 
ualty. 


Joins Schiff, Terhune 


William T. Lyons has joined Schiff, 
Terhune at New York as assistant 
vice-president and account executive. 
He was formerly assistant insurance 
manager of CIT and before that was 
with Crum & Forster. 

Great American has moved its Bos- 
ton service office to 10 Post Office 
Square Building. The loss and claim 
department remains at 60 Congress 
Street, Boston. 
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N. Y. Agents Set Card 
For Downstate Meet 


The card has been completed for 
the Oct. 24 downstate regional meet- 
ing of New York State Assn. of Insur- 
ance Agents at Garden City. The 
morning session will feature talks by 
Raymond A. Muth, Newark, president 
of the association; B. M. Butler, pres- 
ident General Adjustment Bureau; 
Robert W. Strain, executive secretary 
of NAIA; J. Carroll Bateman, mana- 
ger Insurance Information Institute, 
and Mrs. Ann Pfifferling, representing 
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Federation of New York Insurance 
Women’s Clubs. 

John A. North, Phoenix of Hartford, 
president of National Board, will be 
the luncheon speaker. He will discuss 
the board as the guardian of economic 


resources. 


Safe Driver Forum 


The feature of the afternoon session 
will be a forum on the safe driver plan. 
Panelists will be George J. Schepens, 
manager New York Automobile As- 
signed Risk Plan; Newell G. Alford Jr., 
deputy superintendent of New York; 


IF 
HE’S 


William A. Leslie Jr., manager Na- 
tional Bureau, and Nathan Rogers, 
associate financial security examiner 
of the New York motor vehicle de- 
partment. 

The afternoon session will also in- 
clude a talk by Kenneth O. Smith, 
manager of New York Fire Insurance 
Rating Organization, who will discuss 
fire insurance for schools, and the 
commercial property floater. Arthur 
L. Schwab, Staten Island, legislative 
representative of the association will 
present its 1962 legislative program. A 
cocktail party will wind up the day. 
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Travelers Names Boland 
Arneson And Berwald 


Travelers has named John R. Bo- 
land brokerage manager in the casu- 
alty, fidelity and surety department 
at the 80 John Street office in New 
York. Two promotions have _ been 
made in the casualty-fire agency de- 
partment. Patrick E. Arneson has 
been named manager at Minneapolis 
and T. J. Berwald agency manager at 
Tampa. 

Mr. Boland joined the company in 
1952 as a field supervisor in his pres- 
ent division and was transferred to 
New York in 1956 as assistant mana- 
ger. Mr. Arneson, with the company 
since 1931, was at Kansas City, Okla- 
homa City, St. Louis and Hartford be- 
fore his transfer to Indianapolis in 
1948 as manager, casualty-fire lines. 
Mr. Berwald joined the company in 
1927 and subsequently was assistant 
manager and then manager of the fire 
and marine agency department at 
Minneapolis. 


Aetna Life Group In 


Extensive Grants 


Aetna Life group is distributing 
grants totaling $34,000 to colleges and 
universities throughout the country 
under its new aid to higher education 
program. 

The $34,000 represents the compan- 
ies’ matching contributions for gifts 
made by nearly 600 employes and 
their wives during the year ending 
June 30. It also includes additional 
25% incentive payments to colleges 
and universities receiving gifts from at 
least 50% of their alumni. 

Nearly 200 institutions will receive 
the Aetna Life grants. In the first pay- 
ments under the plan, Dartmouth 
College will get the largest amount, 
$3,140; followed by the University of 
Hartford, $2,643; Yale University, 
$2,355, and Trinity College at Hart- 
ford, $2,340. 

Dartmouth, Yale, Trinity and 19 
other schools qualified for the unique 
incentive payments that educators 
have praised as an encouragement to 
alumni giving. The total of Aetna Life 
grants and employe contributions to 
the colleges for the first year of the 
plan is more than $64,000. 

Under the program, the group 
matches gifts by employes or their 
wives up to $500 per year, whether or 
not they attended the college or uni- 
versity to which they contribute. With 
the incentive payment feature, the 
group grant can go to $625. 


Ohio 1752 Sparks Mutual 


Agent Membership Drive 


Ohio’s 1752 Club is sparking a cam- 
aign to get 100 new members for Ohio 
Assn. of Mutual Insurance Agents in 
September. Each of the nearly 90 
members of the club is committed to 
recruit one or more new members for 
the agents’ association. 
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J. Mearl Sweitzer, right, president 
Employers Mutuals of Wausau, re- 
views historic application for the com- 
pany’s first policy, issued Sept. 1, 1911, 
with Charles Manson, Wisconsin’s 
commissioner. Mr. Manson, principal 
speaker at Employers Mutuals recent 
50th anniversary luncheon in Wau- 
sau, delivered the document to State 
Historical Society in Madison. The 
policy was written for Wausau Sul- 
phate Fibre Co., now Mosinee Paper 
Mills, and is believed to be the na- 
tion’s oldest workmen’s compensation 
policy siill in force. 





Trinity Universal Names 
M. J. Lankford At Houston 


Trinity Universal has appointed 
M. J. Lankford district field manager 
at Houston. He succeeds Harold Cab- 
ness, who has been transferred to the 
home office to manage the new pro- 
perty division. Mr. Lankford has been 
with the company since 1948. In 1951 
he was transferred to Houston, where 
he has been manager of the bond de- 
partment. 


Plan New Colo. FR Law 


Gov. MecNichols of Colorado has di- 
rected his attorney general to draft a 
new financial responsibility law ac- 
ceptable to the state supreme court 
for submission to the legislature in 
January. The old law was held un- 
constitutional by the court in a case 
involving confiscation of a driver’s li- 
cense. There are now some 15,000 mo- 
torists who lost their licenses for fail- 
ure to prove financial responsibility 
who are eligible for reinstatement. 

The attorney general has said, in the 
meantime, that three provisions of the 
financial responsibility law are still 
enforceable—persons who have lost 
licenses owing to convictions on cer- 
tain traffic offenses such as drunken 
driving must show proof of financial 
responsibility to get their licenses re- 
instated; the license department may 
suspend driving privileges of motorists 
unable to satisfy court judgments re- 
sulting from traffic accidents, and the 
department may also suspend licenses 
for unsatisfied court judgments re- 
sulting from accidents in other states. 


Nissen Advanced By Allstate 

William G. Nissen, executive in- 
formation director Allstate, has been 
named to the regional manager train- 
ing program. He joined Allstate in 
1937 at the home office and has served 
as accounting manager of the New 
Jersey regional office and controller 
for the eastern zone office in New 
York. He has been executive infor- 
mation director since 1956. 

Celina Mutual’s new business own- 
er’s protection policy has been ap- 
proved in Maryland, Michigan, West 
Virginia and the District of Columbia. 
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Patten And Irvine 
Are Advanced By GAB 


General Adjustment Bureau has 
named Andrew W. Patten and Robert 
F. Irvine assistant general managers 
of the eastern department. Mr. Patten 
will be executive manager of the 
southeastern part of New York, in- 
cluding the metropolitan New York 
area. Mr. Irvine, who continues as 
catastrophe executive, becomes man- 
ager of the fire division and head of 
the controlled loss department. 

Mr. Patten joined GAB in 1938 at 
Scranton, Pa. Following military ser- 
vice, he became a senior adjuster and 
manager at a number of branches. In 
1954 he was advanced to manager of 
the fire division of the eastern de- 
partment. Later he became territorial 
manager for Metropolitan New York. 
For the past two years he has been 
manager of the fire division and head 
of the controlled loss unit. 

Mr. Irvine began with Western Ad- 
justment in 1928 and subsequently be- 
came senior adjuster and manager in 
several branches. Following military 
service, he was regional manager of 
Indiana and Michigan. After the mer- 
ger with GAB, Mr. Irvine was named 
executive manager for New York. 


New Public Mutual Fire Oftice 

Public Mutual Fire of Chicago has 
opened an Illinois office at 1135 West 
Sheridan Road in that city and Ru- 
dolph Siekman has been named man- 
ager. He was in underwriting posts 
with Fireman’s Fund and Continent- 
al Casualty for six years and in the 
general agency business for 3% 
years. The company specializes in fire 
and auto physical damage. 


Driscoll To Va. Field 

Hartford Fire has named Jerome J. 
Driscoll special agent at Richmond, 
Va. He joined the company at the 
home office in 1957. 


BOWLING... 
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Agents Fail To Realize Importance 


Of Companies’ Share Of Market 


The crux of the problem of change 
as it affects agencies lies in a lack of 
understanding on the part of agents 
as respects the vital importance of 
their companies’ share of the total in- 
surance market, Frank R. Bell Jr., 
director of agency affairs North Amer- 


Agents. 

Mr. Bell said that by “share of mar- 
ket” he was referring to the ratio of 
business written by agency companies 
in relation to the total business writ- 
ten. At the local agency level it is the 
ratio of premiums the agency writes 


the agent today is writing substan- 
tially more premiums than 10 years 
ago—but is the percentage of the to- 
tal premiums written in his area the 
same or more than it was at that 
time. 

Everyone has been exposed time and 
again in recent years to the facts and 
figures of the upheaval in the world 
of merchandising since World War 
II. In like manner, the dynamics of 
the so-called population explosion pre- 
dicted for the soaring sixties has been 
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Are you being left out where large, profit- 
able commercial accounts are concerned? 
Let Afco open the door for you! 

You’ll find the businessman receptive to 
Afco’s many time-saving, money-saving 
advantages. With one monthly check for 
all his insurance, he gets the complete pro- 
tection he needs. He avoids big lump-sum 
payments that drain his working capital. 
He avoids having to contend with irregu- 
lar due dates that are likely to come up at 
the wrong time of the year. 
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you can meet competition on all fronts— 
bring in, or hold onto, large commercial 
accounts. And it means you can package 
policies of more than 500 agency insurance 
companies in one payment schedule. 

The Commercial Accounts Department 
at each of Afco’s offices provides fast, 
individualized service and will tailor- 
make a payment plan to suit the require- 
ments of a particular businessman. Afco’s 
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are generally lower than bank rates. Even 
lower quotations will be made for accounts 
over $20,000. 
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presented to agents everywhere. Suf- 
fice to say that a few basic changes 
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have emerged from these actual and 
predicted occurrences which have af- 
fected the agent and most certainiy 
will affect him even more in the fu- 
ture. 

First of all, the customer is king as 
never before. Gone forever is the sell- 
er’s market. In recent years the cus- 
tomer has discovered that he can buy 
insurance in a multitude of different 
forms from an equal number of 
sources—all operating in a variety of 
ways. 

Another factor of equal importance 
is that price has joined quality as a 
standard in the buying of goods and 
services. 

Finally, and perhaps the most im- 
portant—the customer has become 
sophisticated with respect to the pur- 
chase of insurance. This has been hap- 
pening now for several years, and 
can, Mr. Bell suggested, be a frighten- 
ing revelation to an agent. Nonethe- 
less, the agent should look upon this 
new customer insurance _ sophistica- 
tion as a tremendous new opportu- 
nity. 


Doesn’t Mean Me 


Some agents say that these ele- 
ments of King Customer, price joining 
quality and customer sophistication 
relate to the national market per- 
spective, but not to them. They may 
reason they live and operate in a 
relatively small area of business ac- 
tivity, that they have an agency the 
size and mechanics of which provides 
them with an adequate and happy 
way of life and that they feel certain 
they can keep it that way. They see 
no need for change and often resent 
it. Indeed, some agents spend a great 
amount of their time turning their 
backs on change with the hope that 
it will go away. Nevertheless, where 
there is progress there must, of neces- 
sity, be change. 

Mr. Bell said he is no panic button 
man. He simply believes that the 
business has more than its share of 
problems—problems mostly brought 
about by change. Agents and com- 
panies alike have been slow to recog- 
nize change and most often slow to 
take action to meet the change. 

Those who see no need for change 
fail to realize that their companies— 
stthe capital stock companies—must 
maintain their predominent position 
in the marketing of insurance. Why? 
For the simple reason that if they 
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fail the results will not affect the 
companies alone but will affect the 
the entire agency force. The depth of 
the company facilities the agent re- 
quires to operate his agency will de- 
cline to a degree that the results will 
be far more serious than any prob- 
lems we face today. 

And still, some agents say that 
share of the market means little to 
them; their operations are just as they 
want it and they think they can keep 
it that way. Perhaps they can, Mr. 
Bell said. “But may I suggest that 
the agency-company relationship is 
based not only on the ability of the 
agent to perform according to his de- 
sires but also upon the functioning of 
the agency-company team in such a 
manner that an effective and eco- 
nomic sh. re of the insurance market 
is maintained. Your companies have 
in recent years lost a significant por- 
tion of their share of the market. 
This is important to you regardless 
of your own operation. It affects your 
companies and you are a member of 
the agency-company team which op- 
erates under the American agency 
system. 


Carry Cause To Public 


“You, as independent agents, carry 
our cause to the public. Consequently, 
our combined future depends pri- 
marily on your willingness and ability 
to promote and further that cause. 
You are in the merchandising spot- 
light. You solicit the business. You 
generate the premium income that 
enables your companies to grow, to 
retain our share of the market and to 
broaden our insurance facilities for 
your use as agents.” 

At the same time it is up to the 
companies the agent represents to 
provide him with the tools needed to 
properly influence the buying decision 
of the public. These must be practical 
tools—such as unquestioned financial 
strength and business integrity, new 
products designed with convenience 
and economy in mind, modern meth- 
ods of handling the business—as well 
as aggressive sales promotion and ad- 
vertising assistance. 

Why is it then that the agency sys- 
tem fails to take full advantage of its 
combined talents? Why is the system 
and the companies that support it 
plagued with suspicion, mistrust, con- 
troversy and intrigue? 

The answer, Mr. Bell suggested, 
goes back to the merchandising up- 
heaval and the resulting customer 
sophistication. This change has 
brought about a lack of understanding 
between agents and companies at the 
very time when their working toge- 
ther as a unified team was more im- 
portant than ever. 

For the last 50 years the relation- 
ship between agent and company has 
remained virtually unchanged. The 
agent did his job. The company did 
its job. And while this is hardly the 
precept for a completely interdepend- 
ent partnership, it all too often seems 
the real story. 

Turning to the subject of agencies, 
Mr. Bell said that so far as he is 
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concerned this is the most vital point 
in the agency-company operation 
which functions under the American 
agency system. And while he would 
not presume to tell anyone how to 
operate their agency he would like to 
note a few of the things that the 
agency with which he was associated 
did during these recent years of 
change. 

His agency rode out the automobile 
storm fairly well until 1959. It had 
been able to overcome customer re- 
sistance to rate increases—there had 
been three of them—up until that 
time. The fourth increase, when it 
came, was the straw that broke the 
camel’s back. The agency was in hot 
water and was losing business faster 
than it could afford to under any cir- 
cumstances. Simply state the agency 
had to do something to save and pro- 
mote the future of its auto business 
and had to do it then and there. 


Direct Billing 

“We considered the limited num- 
ber of solutions available to us,” Mr. 
Bell said. “The most difficult ap- 
proach pointed to the continuous-cus- 
tomer billed policy. I say it was a dif- 
ficult approach simply because we had 
heard on a number of occasions all of 
the arguments against such a plan. 
Time and again we found ourselves 
coming back to this concept which had 
all of the elements of an effective and 
competitive insurance endeavor. 

“Ultimately, we asked ourselves two 
questions. First, did we really believe 
that the act of delivering a bill or 
statement to an insured constituted 
the basis of our contact with that 
insured?We had tried for years to 
program some form of customer con- 
tact at a time other than premium 
due dates and thus the answer to 
this question was not difficult when 
approached in realism. Then we ap- 
proached the question of the third 
party being injected into the custom- 
er-agency realtionship where this 
type of policy is used.” 

There are those who would make a 
very sticky situation out of this ele- 
ment of the problem, Mr. Bell said, 
but it must be understood that the 
agent and the company are partners 
in a joint endeavor. A bond of trust 
must exist, nurtured with full con- 
fidence in one another, if the system 
is to succeed. Therefore, his agency 
came to the conclusion that this fac- 
tor was not a deterrent in this ap- 
proach to its auto problem. 

Mr. Bell said his agency decided to 
solve its problem with continuous-cus- 
tomer billed policies and the inherent 
rate advantages related thereto. How- 
ever it is important to make it clear 
that whenever the agency made a de- 
cision with respect to a new product 
or method it was not made on the 
basis of use when necessary. The 
agency operated on the basis that 
what was good for the new customers 
was certainly good for existing cus- 
tomers—and so it went all the way. 

At the end of twelve months, the 
agency had sold approximately 300 
continuous-customer billed type pol- 
icies. A study of the overall results 
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presents some rather interesting facts. 
First, 200 of the policies sold were re- 
newals for existing insured which is 
66% of the total sold. Not a single 
renewal was lost during this period 
which is more than can be said for 
the preceeding like period. Some 100 
of these new policies were new cus- 
tomers to the agency. For the first 
time in many a day, the agency was 
once again in the automobile insur- 
ance business on a’ competitive basis. 
Third, it was significant that over 50% 
of this new business was taken from 
direct writers and mutuals. Finally, 
to be completely objective, it is fair 
to state that this book of business was 
acquired at slightly less income to 
the agency as compared to the exist 
ing auto business renewals. It is also 
fair to note that the agency had 100 
new customers on the books from 
which have been produced additional 
premiums far exceeding any loss in 
revenue from the auto plan procedure 
used. One other salient factor should 
be noted: The agency’s policy-writer 
has 200 less renewals to prepare each 
year and as a result is free to devote 
some time to sales and promotion ac- 
tivities which the agency has needed 
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for years. 

Packaging, Mr. Bell stated, is the 
most imoprtant single item relating to 
change in any agency today. Ten years 
ago when homeowners was an infant 
his agency embraced this concept in 
order to serve best the needs of its 
insured, existing and prospective. In 
1948 approximately 75% of the busi- 
ness of the agency was special hazard- 
large account in nature. In 1960 with 
written premiums at their highest, 
with the exception of one year, only 
25% of the agency’s business was in 
the special hazard-large account class. 
To a large degree packaging played 
a major part in this most healthy 
transformation. 

This change, he said, is the great- 
est single advance in the past 50 
years. It is difficult to see how any- 
one can afford not to embrace the 
packaging approach. “With very few 
exceptions it is best for your insured, 
to a large degree your companies are 
becoming professional in the tech- 
nique, and from my own experience 
I can only state that the develop- 
ment of premiums—new premiums— 
will far exceed any problems posed 
by the opponents of packaging. 
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Berry In Attack On 
Prior Approval Laws 


Present prior approval laws are a 
competitive handicap to bureau com- 
panies and their agents and place the 
future of rating bureaus in jeopardy, 
J. Raymond Berry, general counsel of 
National Board, declared in an ad- 
dress before Pittsburgh Assn. of In- 
dependent Agents. He urged that pro- 
ducers and companies move together 
to obtain changes in rating laws that 
will permit agents and insurers not 
only to meet the insurance needs of 


the public but to anticipate those 
needs. 

A competitive handicap is not the 
only danger in prior approval, Mr. 


Berry said. When rate increases are 
denied or delayed in the face of ad- 
verse underwriting results, compan- 
ies are forced to be more selective. 
But prior approval has an even more 
serious effect, for it foments political 
pressures for state insurance and this 
pressure is almost irresistible if the 
insurance coverage is mandatory. 

The state may require a driver to 
earry liability, but if private insurers 
cannot furnish it, the state must make 
it available. 


Hostility Toward Bureaus 


Assigned risk pools with their mod- 
est liability limits are not a satis- 
factory answer to the insurance buy- 
ing public. They are particularly un- 
satisfactory to those with clean driv- 
ing records. Prior approval has con- 
tributed to the condition and, to the 
extent of this contribution, it is inter- 
fering with the agent’s ability, and 
the ability of his companies to meet 
the needs of the public. It is building 
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up a hostility to the business, partic- 
ularly in the minds of young people. 
Producers are certainly aware of this, 
Mr. Berry said. This anti-insurance 
sentiment must be reversed and a 
first step in that direction is the elim- 
ination of one of the causes of that 
resentment—prior approval. 

Mr. Berry pointed to a more insid- 
ious consequence flowing from the de- 
lays caused by prior approval and the 
so-called double standard of judging 
rate filings. Members of rating bu- 
reaus, suffering from delays in ap- 
proval of bureau filings and from in- 
dependent competition, have been 
filing deviations and making inde- 
pendent filings to the point where the 
future of bureaus is in jeopardy. 

“Tf we believe that rating bureaus 
are in the public interest—and we do 
in the broadest sense, from the stand- 
point of the public, the insurance de- 
partment and the companies—then 
we would be well advised to act to 
preserve this useful tool and one way 
we can act is to eliminate prior ap- 
proval,” Mr. Berry declared. 


Cites Benefits 


He said the companies are puzzled 
by the failure of some in the business 
to recognize the threat in prior ap- 
proval and the reluctance of those 
people to move for its elimination. He 
wonders whether the opposition is 
emotional rather than rational. 

Mr. Berry said that the bureau 
companies look on no prior approval 
as a step toward lightening regulatory 
controls on an over-regulated busi- 
ness. They do not look on no prior ap-- 
proval as a panacea that will elimin- 
ate all the troubles of the business or 
even of the rate regulatory troubles, 
but they believe it will eliminate 
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some of the latter troubles. They do 
not believe that no prior approval is 
an attack on regulation, nor do they 
believe that it will impair regulation. 
On the contrary, he said, they believe 
this principle will aid state regulation 
and will thus tend to preserve it. 


Chiropractic Treatment 
For Head Injury Wins 
WC Award In Minn. 


A Hudson, Wis., widow has been 
awarded $17,500 by the Minnesota in- 
dustrial commission for the death of 
her husband following chiropractic 
treatment. A referee for the commis- 
sion had first turned down the claim 
of Mrs. Shirley R. Anderson but was 
reversed by the commission on appeal 
by the widow. 

While at work for a Minneapolis 
firm, Anderson stuck his head on the 
edge of a table. He went to a chiro- 
practor for treatment. He died about a 
month after the accident. 

The opinion of the commission states 
that “the evidence is overwhelming 
that the employe went to the chiro- 
practor to seek relief from the effects 
of the blow incurred” and that he “died 
as a direct result of the treatment ren- 
dered.” 

The employer and its insurer, Aetna 
Casualty, contended that Anderson, 
then 29, died of a stroke. 


Michigan CPCU Chapter 
To Hold All Industry Rally 


Michigan CPCU chapter will hold an 
all industry insurance conference at 
Cobo Hall, Detroit, Oct. 18. A panel 
dicussion on commercial multi-peril 
package policies will kick off the 
meeting at 10 o’clock and will feature 
Robert S. Anderson, manager under- 
writing department General Under- 
writers; Ronald Butler, assistant man- 
ager Michigan Inspection Bureau, and 
Thomas Butler, property insurance su- 
pervisor North America, Detroit. 

Speaker at the luncheon during 
which conferment of CPCU designa- 
tions will be made will be John N. Cos- 
grove, associate editor THE NATIONAL 
UNDERWRITER. His discussion, entitled 
“Divide and Be Conquered,” will con- 
sider the idea that insurance company 
marketing departments and the spe- 
cialists who run them cannot be ex- 
pected to fight the competitive battles 
alone. 

Reservations may be made through 
Howard Camden, 16935 James Couzens 
Highway, Detroit 35. Cost is $5 per 
persor.. 
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Heindel And Saal 
To New Positions 


Manhattan-Guarantee companies 
have promoted Russell P. Heindel to 





R. P. Heindel 


F.C. Saal 


manager and Fred C. Saal to assistant 
manager. Both men are _ vice-presi- 
dents of the two companies. Mr. Hein- 
del, a director of Guarantee, has also 
been elected to the board of Man- 
hattan. Mr. Saal will continue as pro- 
duction manager of the eastern de- 
partment. 

Mr. Heindel joined London Assur- 
ance group 20 years ago as a special 
agent at Detroit and subsequently was 
state agent for Michigan and manager 
of the north central office at Lansing. 
In 1959, he was advanced to assistant 
manager of the eastern department at 
New York, which position he has held 
until the present. He entered the in- 
surance business in his home state, 
Michigan, in 1925, is a past president 
of Michigan Capital Stock Insurance 
Assn. and formerly headed Michigan 
pond of Blue Goose. 

Mr. Saal began in insurance in 1940 
with Great American group. Following 
military service in WWII, he became 
an underwriter of London Assurance. 
He advanced to special agent in 1948 
and was appointed Indiana state agent 
a year later. In 1951, he was named 
manager of the New York office, four 
years later becoming assistant secre- 
tary. He was named production man- 
ager in 1958. 


Chicago Adjusters Meet 


At its September meeting, Casualty 
Adjusters Assn. of Chicago heard K. 
A. Carney, executive vice-president 
and chairman general claims division 
Assn. of American Railroads, discuss 
some amusing claims anecdotes. 

Current officers of the association, 
which was enjoying its first meeting 
of the current season, are James F. 
Conway, Maryland Casualty, presi- 
dent; Edmund A. Carr, Liberty Mu- 


tual, vice-president, and Robert T. 
Luce, Casualty Mutual, secretary- 
treasurer. 
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Says Over 65 Group 
Well Able To Aftord 


Its Own Medical Care 


‘CONTINUED FROM PAGE 28) 
dividuals were women, and that 77% 
of all women 65 and over had in- 
comes less than $1,000. In fact 60% of 
all women of all age groups had mon- 
ey incomes of less than $1,000.” 

A more meaningful fact, he said, is 
that the median income of family 
units where the head of the family 
was 65 and over and working was $5,- 
300, and the median income of all urb- 
an family units where the head was 65 
and over, working or not, was over 
$3,300. 

Mr. Hubbard cited a New York de- 
partment of labor equivalent income 
study which adjusts for differences in 
spending requirements dependent 
upon the sizeof the family unit and 
the age of the head of the unit. The 
study covering New York residents 
showed that the median equivalent in- 
come for all families where the head 
of the family was between 65 and 69 
was over $7,000. This compared with 
a median equivalent income of about 
$4,600 for all families where the head 
was between 40 and 44. The median 
equivalent income of all 4 person fam- 
ily units was about $5,900. 


Are Better Off 


The aged are not relatively worse 
off than other age groups, he said— 
they are better off. They are, by and 
large, an independent, self-reliant 
group who are able and willing to take 
care of themselves. 

Mr. Hubbard contended that ade- 
quate medical care protection meas- 
ures for all are now available. He 
described the great progress in vol- 
untary health services at prices within 
the reach of nearly all as well as ex- 
isting public programs for the aged 
and indigent. He also pointed to all 
the sources of income from savings, 
pensions and social security benefits. 

Fifteen years ago, no more than 
24% of the total population had health 
insurance protection. Today, 73% have 
such protection and 67% have surgical 
benefits coverage. Premiums paid for 
health insurance now total $7.4 billion 
annually. 

The growth of voluntary coverage of 
those over age 65 has been faster 
than the growth in coverage of health 
insurance of the population as a whole. 
As recently as 1952 only 26% of the 
aged were insured under voluntary 
health insurance plans. Today, 53% of 
the non-institutionalized population 
over 65 have voluntary health insur- 
ance. This represents nine million out 
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of a total of 16.6 million men and 
women over 65. An additional 242 mil- 
lion are covered under old age assist- 
ance, and the Kerr-Mills act will pro- 
vide care for the medical indigent. 
All together, nearly everybody 65 and 
over is now covered by some form of 
protection, Mr. Hubbard stated. 


Quotes Actuaries 


The speaker quoted insurance ac- 
tuaries who dispute the cost estimates 
produced by the sponsors of HR 4222. 
The actuaries say that a payroll tax of 
2.3 to 2.9% would be required instead 
of the 5% planned by the sponsors 
of the bill and they estimate a first 
year cost of $2.1 to $2.4 billion and an 
ultimate cost of $6 to $7.7 billion later. 

Mr. Hubbard stated, “If Congress be- 
lieves that present social security cash 
benefits are not providing a floor of 
protection, then the thing to do is to 
increase those cash benefits—not jeo- 
pardize the entire social security sys- 
tem, voluntary health insurance and 
the quality of medical care.” 


Chicago Buyers See 


Fire Prevention Film 


At its first meeting of the new sea- 
son, Chicago chapter of American So- 
ciety of Insurance Management came 
through with its usual timely program 
this time a presentation on fire pre- 
vention. 

Stephen L. Halac, personnel director 
and safety coordinator, chemurgy di- 
vision, Central Soya Co., spoke on the 
four basic ingredients of a successful 
fire prevention program—built-in pro- 
tection, inspection, training and evac- 
uation—and then showed a film: “Stop 
Fire—Save Jobs.” 

Mr. Halac was introduced by the 
association’s vice-president, Kenneth 
F. Haelsig, Celotex Corp. Other cur- 
rent officers of the association are 
Paul Kipp, U. S. Gypsum, president; 
Goeffrey J. Burns, Continental Illin- 
ois National Bank, treasurer, and Ann 
Auerbach, Goldblatt Bros., secretary. 

The buyers’ next meeting will be 
held Oct. 18 and will feature an ad- 
dress by Illinois Director Gerber. 


Ky. Mutual Agents Elect 


Kentucky Assn. of Mutual Insurance 
Agents at its annual convention in 
Louisville elected John L. Kessler, 
Owensboro, president; Harold Majors, 
Shelbyville, and John B. Spalding, 
Owensboro, vice-presidents; F. E. 
Massey, Central City, secretary, and 
Guy Koonce, Mayfield treasurer. 
Charles Bennett, Ashland, and Mary 
M. Kuykendall, Hartford, were named 
directors. 
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Kallop Is Actuary Of 
National WC Council 


Roy H. Kallop has been appointed 
actuary of National Council on Com- 
pensation Insurance. He has been with 
the council since 1948 when he joined 
the actuarial department. He was ap- 
pointed assistant actuary in 1956. Mr. 
Kallop holds degrees in mathematics 
from Columbia University and from 
New York University. He is a fellow 
of Casualty Actuarial Society and is 
also its assistant secretary and trea- 
surer. 


N orwich-Scottish Cites 
Nielsen-Olsen, N. J. Agency 


Norwich-Scottish group has recog- 
nized the Nielsen-Olsen agency of 
Perth Amboy, N. J., on the latter’s 
representation of Scottish Union for 
50 years. 

John Newlands, U. S. manager of 
the group, presented a citation to the 
agency. Also present at the ceremony 
were N. C. Nielsen, retired agency 
partner; Donald F. Olsen, current ow- 
ner; and Joseph N. Hess and Robert 
N. Reid, agency superintendent and 
state agent, respectively, of Norwich- 
Scottish. 
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N. C. Agents Establish 
Award To Honor Otstot 


North Carolina Assn. of Insurance 
Agents has established a new annual 
trophy award in honor of Sherman 
G. Otstot, retired executive vice-pres- 
ident. It will be awarded for the 
first time at the association’s annual 
meeting Oct. 8-11 in Pinehurst to the 
county board performing outstanding 
service to the insurance business and 
the community. 


Port Huron Agency Grows 


The Koerber-Morgan-McMartin & 
Sovereign agency of Port Huron, 
Mich., has been consolidated with the 
Moore & Wright agency, already con- 
sidered the city’s largest. The new 
property had been formed in 1959 
when the former agencies of Lorne C. 
Black, Harold A. McMartin and the 
late Fred W. Sovereign were merged. 

Edward R. Moore, president of 
Moore & Wright, said the latest con- 
solidation, “will create a volume of 
business that will be by far the largest 
in Michigan outside of the Detroit 
metropolitan area and one of the larg- 
est in the nation in cities comparable to 
the size of Port Huron.” 














American Casualty's new TOP 
Family Protector Policy is a pro- 
gram that insures against Acciden- 
tal Death — on a family basis. One 
policy and one premium do the job 
— insure mother, father and chil- 
dren between the ages of | month 
and 18 years. Principal sum for the 
father ranges from $10,000 to 
$100,000 and covers BOTH Acci- 
dental Death and Dismemberment. 
Insurance on mother and children is 
Accidental Death only, in modified 
limits. As an example, if the father 
has $25,000 principal sum, the 
mother's limits would be $5,000, 
with $1250 on each child. 


For complete details and rates, 
write to the Health Insurance 
Department, American Casualty 
Company, Reading, Pa. 





AMERICAN 


NEW -- from American Casualty -- a high limit 


ACCIDENT POLICY 




















ONE premium covers 
mother, dad & children 
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(CONTINUED FROM PAGE 1) 
the winter. This year’s meeting at the 
imposing old Grand Hotel, with ideal 
weather prevailing, provided a memo- 
orable finale for the series of 63 an- 
nual conventions. 

Under the program approved rela- 
tive to the constitutional convention, 
a so-called “grass-roots contact sys- 
tem” will be maintained. Member 
agents have provided the association’s 
central office in Lansing with a se- 
lected list of recognized experts in 
varied fields who will be made avail- 
able for consultation by the delegates 
or their advisory staff. 

Another major program in the field 
of public relations was agreed upon 
as the association reviewed plans for 
its 1962 advertising program. It was 
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Michigan Agents Hold Final ‘Annual’ On Mackinac Island 


decided to place more emphasis onbursement claims by policyholders. 


newspaper and outdoor advertising. 
Local boards and their individual 
members will be advised to accelerate 
their advertising coverage throughout 
their home areas. This activity will 
be carried on as a supplement to the 
national advertising program in which 
Michigan agents participate. 

Improved and cheaper road service 
for auto insurance clients also is to 
be provided, it was decided, through 
the medium of Road-Aid. This serv- 
ice set up plans to augment existing 
facilities materially to provide highly 
efficient and prompt help to insured 
at minimum cost. Holders of Road- 
Aid credit cards are not required to 
pay for emergency services eliminat- 
ing the bothersome filing of reim- 
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THE CENTRAL NATIONAL INSURANCE GROUP | 


of OMAHA | 


Rated “Excellent” by Alfred M. Best Company, Inc. 
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S An agency-minded Company for professional producers 
offering full, multiple line facilities with unique profit- 


sharing plans. 


\ O THE CENTRAL NATIONAL LIFE INSURANCE COMPANY 
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volume of business. 


WRITE: 
THE CENTRAL NATIONAL INSURANCE GROUP 
OF OMAHA 


Central National Bldg. © Omaha, Nebraska 


\yZ ¢ THE CENTRAL NATIONAL INSURANCE COMPANY 


An aggressive, progressive facility with full Life, Accident 
and Health, and Group forms available on excellent, vested 


f° THE PROTECTIVE NATIONAL INSURANCE COMPANY 


The modern approach for finance accounts writing a large 








Sraaters beyond the treaty 


Reinsurance 
AGENCY INC. 


141 W. JACKSON BLVD. 
CHICAGO 4, ILLINOIS 
WABASH 2-7515 





Charles A. Pollock, Jr. 


PRESIDEN 


Vincent J. Cuddy 


VICE PRESIDENT 


Stuart W. Doty, Grand Ledge, who 
has been increasingly active in asso- 
ciation affairs over the past several 
years, was elevated to the presidency 
for the coming year, succeeding F. 
Loren Rogers of Ontonagon. Robert 
S. Lapham of Dearborn was named 
vice-president, and W. Ralph Nuttall, 
Standish, was chosen treasurer. Elect- 
ed to the executive committee were 
John B. Gray, Detroit; William J. 
Mundus, Ann Arbor; Chris A. Tucker, 
Battle Creek; John S. Wittliff, Port 
Huron, and Mrs. Robert Easton, Mus- 
kegon. 


Nominating Committee Members 


Serving on the nominating commit- 
tee were H. Gilmour Strecks, Char- 
lotte, chairman; John Tierney, Detroit; 
Robert Craft, Jackson; Jack Elliott, 
East Tawas; Richard Lyman Jr., 
Lansing, and Larry Bell, St. Joseph. 

Fred M. Saigh, Iron River, was cho- 
sen president of the Upper Peninsula 
association, which held its annual 
meeting concurrently with the state- 
wide session. He succeeds Ralph H. 
Petersen, Menominee. Problems pe- 
culiar to the northern section of the 
state were aired thoroughly and some 
revisions in the constitution were 
adopted. Other new officers of that 
group are: Albert Haines, Menominee, 
vice-president, and Ludwig  Stoor, 
Crystal Falls, secretary-treasurer. It 
was decided to hold the next meeting 
of that group in May, 1962, at Onto- 
nagon, with William White of the F. 
Loren Rogers agency as general chair- 
man. 

Much discussion at the general ses- 
sions, which were well attended in 
spite of the lure of beautiful island 
surroundings and fine weather, cen- 
tered around the recent association 
bulletin criticizing the homeowners 
rate revisions. The agents, many of 
whom already had informed Waldo 
O. Hildebrand, secretary-manager, of 
their favorable reaction to the bul- 
letin criticisms, reaffirmed their posi- 
tion. Many were even more vehe- 
mently critical and all agreed there 
were no apologies to be offered for 
taking the companies somewhat to 
task for their action. It was noted 
that, aside from certain liberalizations 
in the policy form, the rate filing in 
Michigan provided for a bare 5% re- 
duction to policyholders. They chal- 
lenged the wisdom of so small a re- 
duction, in fairness to agents fighting 
high operating costs, since their ex- 
pense in sales explanation and issu- 
ance of endorsements would almost 
certainly exceed the amount of the 
cut. 


Oppose I. G. A. Sales Plan 


The agents also soundly condemned 
a proposal being advanced by an In- 
diana life company to sell policies 
through I.G.A. food markets. The po- 
sition, often previously stated, was re- 
affirmed that any proposal to elim- 
inate personalized assistance by com- 
petent agents could not be considered 
as in the public interest. 

M. Frank McCaffrey, Detrvit, state 
director, drew support for his posi- 
tion on the no prior approval rate law 
revision controversy. He advocated a 
middle-of-the-road position on this is- 
sue. 

It was conceded that the bureau 
companies in particular have encoun- 
tered numerous difficulties under the 
present prior approval type laws. The 
Michigan agents, to this extent, it was 
noted, are cognizant of the problem 
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and sympathetic with the reasons 
prompting the companies to turn to 
the no prior approval concept as a pos- 
sible solution. Most of the difficulties, 
it was felt, however, have involved 
localized circumstances and apprehen- 
sion was expressed for any proposal 
on a nationwide scale. It was suggest- 
ed that closer cooperation between 
companies and agents on a state-by- 
state basis might resolve many of the 
problems arising under existing stat- 
utes, without need for drastic new 
regislation. 

The so-called “P.D.Q.” accident pre- 
vention program, launched by Michi- 
gan Insurance Information Service in 
cooperation with Secretary of State 
James A. Hare and Michigan Press 
Assn., was discussed informally. It 
was agreed that agents should lend 
their utmost assistance to this new 
approach in the continuing effort to 
improve safety conditions on the high- 
ways. Lee T. Matthews, Lansing, man- 
ager of MIIS, participated in the dis- 
cussion, explaining fine points of the 
program. Fred C. Esper, Detroit, pre- 
sident Road-Aid, also was among the 
non-agent participants in the conven- 
tion’s business. The advertising pro- 
gram report was made by the com- 
mittee chairman, Robert J. Grow, 
Detroit. 


lowa AR Experience 


Experience of Iowa Automobile As- 
signed Risk Plan for the policy years 
1957, 1958 and 1959 has been mailed 
to subscribers by Manager Robert L. 
Hilton. 

In 1957, the net written BI pre- 
miums were $233,234 and incurred 
losses came to $266,339, producing a 
loss ratio of 114.2%. For PDL, premi- 
ums were $185,816, losses $154,030 for 
a ratio of 82.9. 

In 1958, the BI premiums were 
$295,003 and losses $313,767, a ratio of 
106.4. PDL premiums of $225,413 and 
losses of $152,783 produced a ratio of 
57.8. 

In 1959, the BI premiums were 
$358,967 and losses $296,370, a ratio of 
82.6. PDL premiums of $287,164 and 
losses of $224,467 had a ratio of 78.2. 

For the three years, BI premiums 
totaled $887,204 and losses $876,476, a 
loss ratio of 98.8. PDL premiums were 
$698,393 and losses $531,280, a loss ra- 
tio of 76.1. 
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EXCESS-SURPLUS 
UNDERWRITERS 


To be responsible for negotiating and place- 
ment of large industrial risks in Lloyds. Must 
be well versed in Lloyds Market, Excess 
Liability, Umbrella, Facultative and Treaty- 
Share Reinsurance, Specific Excess, Excess 
Aggregate, and Retrospective Penalty. 


Should be CPCU or equivalent. 
Salary from $8,500 to $12,000 
depending on capabilities. 


All names and affiliations 
kept confidential. 


Send full resumes to: 


JAMES E. CANTWELL 


Director of Insurance 


DRAKE PERSONNEL, INC. 
29 East Madison Bldg. 
Chicago 2, Illinois 
Financial 6-8700 
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Veteran Gives Plan 
For Agents’ Action 
During Catastrophes 


At the session on catastrophes at 
the Dallas meeting of NAIA, James 
J. Quinn, Bartlesville, Okla., revealed 
that he had once stood in the middle 
of the street with thousands of people, 
all clad in long white nightshirts. That 
was at the San Francisco earthquake 
and fire in 1906—the first catastrophe 
Mr. Quinn remembers, and with good 
cause. With these credentials, he out- 
lined a program for the agent who has 
never been involved in a catastrophe: 

1. If you’ve let your clients buy 
minimum coverage with all the guts 
taken out, by all means leave town. 

2. Don’t hit the panic button, but 
remember if you didn’t have problems 
any 10 year old kid could run your 
agency. 

3. Settle down and go to work. Re- 
member, nearly everyone who has suf- 
fered a loss is in some state of shock 
so be calm and keep your feet on the 
ground. 


Keep Phones Open 


4. Keep your phones open and prop- 
erly staffed with each girl having a list 
of questions to be asked. It’s well be- 
forehand to consult with your General 
Adjustment Bureau manager as to what 
data can be eliminated on the home- 
owners. It is not necessary to insert cas- 
ualty endorsements. It all saves time. 

5. Pull your dailies as calls are made. 
If you really want to get in trouble just 
pull all your dailies and send in reports. 
If you do, you’re sunk. When your re- 
ports have been made, take them to the 
storm office. Don’t try to call them in, 
as this keeps your phone busy as well 
as theirs. 

6. File your dailies back where they 
belong but make an alphabetical file 
for your loss notices. When loss drafts 
are received, show amount and date 
on loss notice and place in file with 
dailies. It may help when talking to 
your insured about renewal. 

7. Review outstanding loss notices 
every few days and follow through 
on them. The companies may be drag- 





Amer. Fore Loyalty Has 


Direct Phone Dialing 

America Fore Loyalty has installed 
at its head office and at the Brooklyn 
branch the new direct inward-outward 
dialing telephone system. The opera- 
tion, which begins Oct. 2, is the first 
in a property-casualty organization. 

Under the new system there will be 
several important changes: 

1. Incoming calls will go direct to 
the person called rather than through 
the switchboard. 

2. Of the approximately 5,000 calls 
received daily, those dailed direct will 
be put through about 30 seconds faster 
than is possible at present. 

3. Any group employe at the Maid- 
en Lane, Brooklyn or Newark office 
may dial other personnel direct at 
these locations. 

Because each individual at Maiden 
Lane and Brooklyn will have a sep- 
arate telephone number, the group is 
making an intensive mailing to all 
outside persons, who call employes at 


either location, advising them of the’ 


changeover and of the new numbers. 
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ging their feet on issuance of drafts. 

8. In the event the insured is un- 
happy, I suggest you contact the ad- 
juster, get his breakdown and then 
meet with your insured. This will help 
in clearing up the loss. 

9. If you use an independent ad- 
juster make him clean up his losses 
and not leave the junk for the GAB. 

10. Above all else remember that 
the adjuster can only settle the loss 
your client. I personally sell protection 
and not price. 

11. Remember the adjuster has three 
people to keep happy: the client, you 
and your company. 

12. If you’ve made a mistake in 
writing your coverage, don’t jump on 
the adjuster. Your best bet is to dis- 
cuss it with your company. 


Linn, Hudson Feted; 


Planning To Retire 

H. P. Linn, president, and H. J. Hud- 
son, vice-president, of Central Surety, 
were honored on their forthcoming 
retirements at a dinner in the Kansas 
City Club by their associates in Com- 
mercial Union-North British group. 
Central Surety directors also attended. 
Mr. Linn joined Central Surety in 
1920 with National Surety and was ac- 
tive for that company in Kentucky, 
Indiana and Florida until 1926. From 
then until 1930 he was southern man- 
ager at Atlanta of Southern Surety 
and was later manager at Chicago for 
that company and Home Indemnity. 
Mr. Linn joined Central Surety in 
1932 and was successively bond de- 
partment manager, vice-president and 
director, and first vice-president. After 
the purchase of the company by North 
British, he was named assistant U.S. 
manager of that company and vice- 
president of its affiliates. Subsequent- 
ly he was made president of Central 
Surety, of which continues as a direc- 
tor. 


Mr. Hudson’s Career 


Mr. Hudson started his career with 
Central Surety as adjuster and claims 
examiner in 1926. He became assistant 
secretary in 1931 and secretary and 
assistant treasurer in 1948, assuming 
the post of treasurer in 1951. He was 
named vice-president in 1956. After 
the North British purchase, he became 
secretary of that company and its af- 
filiates and was western department 
manager from in 1957-1958. He be- 
came secretary of the investment 
department of North British in 1958. 

Among those attending the dinner 
in honor of the officials, were W. L. 
Nolen and T. B. Kelley, U. S. man- 
agers; D. H. Whitney, vice-president 
and treasurer, and W. L. Schaefer, 
assistant U. S. manager. Mr. Nolen, 
chairman of Central Surety, was toast- 
master. Mr. Linn and Mr. Hudson re- 
ceived appropriate gifts. 





PROPERTY UNDERWRITER 


OPPORTUNITY FOR VARIED POSITION IN OUR 
PROPERTY UNDERWRITING DEPARTMENT. 
POSITION REQUIRES FROM TWO TO FIVE 
YEARS EXPERIENCE IN PROPERTY OR MUL- 
TIPLE LINE UNDERWRITING. OPPORTUNITY 
FOR GROWTH BASED ON INDIVIDUAL ABIL- 
ITY. EXCELLENT EMPLOYEE BENEFITS AND 
PLEASANT LIVING IN A SMALL TOWN. AGE 
TO 40. PLEASE REPLY TO: 
SPRINGFIELD INSURANCE Co. 
.PERSONNEL DIRECTOR 
611 oe STEPHENSON ST. 


FREEPORT, ILLINOIS 








Nashville First In 
Fund Sales Contest 


The Nashville office of Fireman’s 
Fund, managed by Louis A. Schmitt, 
took first place in the initial phase of 
the company’s year-long production 
drive for economy plus auto business. 
Second and third place winners were 
the Hempstead and Buffalo offices. 

In those states where the economy 
plus plans are not written, field men 
participated in the contest by pushing 
an A&H coverage. The Dallas office 
and L. A. Smith Jr., production super- 
intendent, took first honors. 

Special honors and a handsome bo- 
nus award were won by James G. Ter- 
ry, who, under the provisions of the 
contest rules, was selected from among 
the Nashville team members for dem- 
onstrating superior over-all sales per- 
formance during the first half of 1961. 
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Fund Names DuBain 
V-P In Charge Of IM 


Fireman’s Fund 
has appointed My- 
ron DuBain vice- 
president. He will 
assume full re- 
sponsibility for the 
nationwide inland 
marine operations 
of the company. 

Mr. DuBain 
joined Fireman’s 
Fund in 1946 and 
was assigned to 
the marine depart- 
ment in San Fran- 


Myron DuBain 


cisco. 


Financial Indemnity of Los Angeles 


has been licensed in Missouri. 





WANT ADS “dt 


Rates—$25 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 
40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 
175 W. Jackson Blvd. Individuals placing “Situation Wanted” ads are requested to make 
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payment in advance. 








ANALYST 


In our Research and Development department 
your work in analyzing results, new product de- 
velopment and preparing written reports will 
keep you in constant contact with our top 
Underwriting Personnel as well as company of- 
ficers. A capable person will assume consider- 
able responsibility. A B.S. or a B.A. degree and 
a good background in underwriting, insurance 
research, or insurance statistical work are essen- 
tial. Company has excellent employee benefits. 
Submit complete resume including salary re- 
quirements to A-95, National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Illinois. 








SERVICE OFFICE MANAGER 


Large stock agency group has opening for 
a man at Peoria with multiple line experi- 
ence. Excellent opportunity. Salary open. 
Write B-7, National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Illinois. 


UNDERWRITERS 
AUTO CASUALTY 


Men with 2-5 years experience and poten- 
tial. Outstanding fringe benefits. 
Salary Open. 


Location: Buffalo, N.Y. & Wash. D.C. 


Write full particulars including salary re- 
quirements or call for appointment or drop 
in at Personnel Dept., 14th Floor. 


The Fund Insurance Co. 
110 William St., N.Y. 38, N.Y. 
BA 17-2400, Ext. 292 











FIRE AND CASUALTY ADMINISTRATOR 


President, general manager of aute specialty 
company thirteen years, now sold. CPCU, age 
43. Heaviest experience in sales, underwriting, 
but good background in ail phases. Write A-44, 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 











Agent wanted for Insurance Agency lo- 
cated in Cape Canaveral, Florida area. 
Please send qualifications with inquiries. 
All information kept confidential. Write 
B-11, National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Illinois. 


CASUALTY 
MANAGER 


Unusually successful national multiple line com- 
pany seeks an experienced Casualty Underwriter 
with Workmen's Compensation experience as 
Casualty Manager. Minimum of 8-10 years under- 
writing experience with at least a part super- 
visory. Excellent opportunity for the right man. 
Please send complete details in confidence to 
B-15, National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 














Agency For Sale 


In East Central Missouri city of 12,000. Approx. 
$150,000 annual volume well distributed. Con- 
tinuous operation many years. Price I'/, annual 
commissions, includes equipment. Can be par- 
tially financed. One man operation. Write B-12, 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Illinois. 





SPECIAL AGENT 


Multiple Line Stock Agency Company has open- 
ing for a qualified Special Agent to service 
Westchester and Rockland Counties of New 
York. Should have 5 years experience in Produc- 
tion work preferably in agency type companies. 
Attractive salary and incentive plan, liberal 
employee benefit program. Reply in confidence 
with complete resume to NY-69, National Un- 
derwriter Co., 17 John St., New York 38, N. Y. 











ENGINEER-AUDITOR 


Progressive multiple line stock company needs 
experienced combination safety engineer-aud- 
itor for Indiana. Headquarters Indianapolis. Ex- 
cellent employee benefits. Submit confidential 
resume to E. B. Yates, Regional Manager, Trinity 
Universal Insurance Company, 700 East Broad, 
Columbus, Ohio. 


GENERAL AGENTS WANTED 
Standard or sub-standard automobile physical 
damage business, including finance, for states 
of Texas, Tennessee, Oklahoma. Top flat com- 
mission. Write today giving volume available 
to B-2, National Underwriter Co., 175 W. Jack- 
son Blvd., Chicago 4, Illinois. 








NOSKER EMPLOYMENT AGENCY 
Insurance Specialists 34 Years 
California Positions 
Male—Female 
All Lines 
3055 Wilshire Blvd. Los Angeles 5 








MANAGER 


Our multiple line stock company is in need of 
a service office manager at Kansas omy. We 
are interested in a man with broad multiple line 
experience in this area who is able to demon- 
strate a good record. There is a challenging 
opportunity and salary is open. Please reply to 
B-6, National Underwriter Co., 175 W. Jocuen 
Bivd., Chicago 4, Illinois, for interview. 








LOS ANGELES 


Positions available as Casualty Supervisor, Fire 
Underwriters, and Compensation Underwriters. 
Major old line company. Many employee ben- 
efits. Write B-17, National Underwriter Co., 175 
W. Jackson Bivd., Chicago 4, Illinois. 











STATISTICAL—COST ACCOUNTING—METHODS 


Unusual opportunity available for qualified man. 
Special Reports, rate comparisons and insurance 

expense exhibit type cost reports. Growing mul- 

tiple line insurance company with sound financial 
backing in North Carolina. Write 8-4, National 

he Co., 175 W. Jackson Blvd., Chicago 
, Ilinois. 
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ment went to Milton B. Cheverton of 
San Diego, H. H. Nelson of Council 
Bluffs, Stafford H. Warner of Memphis, 
George J. Margraff of Philadelphia, 
Rosser Long of Fayetteville, W. Va., 
Arthur F. Blum of Rockaway Park, 
N. Y., Joseph L. B. Murray of Wash- 
ington, D. C., A. Julian Lenke of Cin- 
cinnati, and Joe E. Vincent of Bryan, 
Tex. 

The Bowen public relations award, 
presented by the Ohio association, 
again went to Florida. However, Chair- 
man David A. North of New Haven 
noted that the competition this year 
gave Florida a good run. Runners-up 
were Connecticut and North Carolina. 
With several states carrying on in such 
a fine manner, according to Mr. North, 
“The long period of domination by a 
single state might well come to an 
end.” 


Bennett Memorial Award 


San Diego won the Walter H. Ben- 
nett memorial award for excellence 
in local board activity. Judges were 
Mr. Murray, who has been chairman 
of the local board and membership 
committee; E. F. Henn, assistant secre- 


tary of Royal-Globe, and Bruce 
Abrams, New York advertising and 
PR agent. 


Florida wen the highway safety 
award sponsored by NAIA for states. 
For local associations the winners by 
population categories were Grand 
Ledge, Mich.; Des Moines, Broward 
County, Fla., Sacramento, and Greater 
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NAIA Backs NAIC On Prior Approval 


Miami. Judges were Thomas N. Boate 
of Assn. of Casualty & Surety Com- 
panies; M. J. Petrie, vice-president of 
America Fore Loyalty, and Dr. Walt- 
er A. Cutter, director of center for 
safety education of New York Univer- 
sity. 

The interstate fire safety trophy 
sponsored by National Board went to 
Florida with second place to Hawaii. 
Local association winners were Lit- 
tleton, Colo.; Ardmore, Okla.; Daytona 
Beach, Fla.; Orlando, Tulsa, and Cleve- 
land. Judges were John N. Cosgrove, 
Associate editor of THE NATIONAL UN- 
DERWRITER; I. Morgan Williams, vice- 
president of Home; and Fred W. Dore- 
mus, assistant general manager of 
Inter-Regional Insurance Conference. 

Florida won the Connecticut associa- 
tion membership cup. 

California won the Sparlin cup for 
the most signal service to the agency 
system. Florida was second, Nebraska 
third, and Hawaii got honorable men- 
tion. 

Nebraska was awarded the L. P. 
McCord education trophy, sponsored 
by the Florida association. This is the 
first presentation and goes to the state 
association which has _ provided its 
members with the best opportunity to 
broaden their knowledge of the busi- 
ness. Judges were Arthur C. Goerlich, 
president Insurance Society of New 
York; Dr. E. S. Overman of American 
Institute, and Frank Angel, professor 
of insurance at New York University. 

Fidelity & Deposit won the Town 
Crier award. Ohio Farmers and Stand- 





Settling fire loss claims the easy way builds 


client confidence and paves the way to increased 


sales. 
















value. 


Consultants 


Fully prepared through long experience to serve 


intelligently those Underwriters who demand the 


best. 


‘“‘WE ARE WHAT WE DO”’ 


123 William Street, New York 38, N. Y. 
WoOrth 4-1981 


MERICAN 


PRITCHARD AND BAIRD 
REINSURANCE 
and 


And the easy way is all but automatic, 
once your client acts on your recommendation 
to have a professional, provable appraisal of the 
insured property done by American Appraisal, 
before fire strikes. 


With that in hand, there’s never any ques- 
tion or concern about what was covered, the 
extent of loss or damage, or its current-dollar 
A note or call to one of our 19 district 
offices will promptly bring you complete infor- 
mation about our services and their application 
to insurance situations. 


Atlanta 
Baltimore 


PPRAISAL 


COMPANY 


525 E. Michigan St., Milwaukee 1, Wisconsin 


World's Recognized Appraisal A 


intermediaries 


ard Accident won Town Crier bell 
awards, and repeat award recipients 
receiving plaques were Aetna Casualty, 
U.S.F.&G., and St. Paul. Judges were 
Fred C. Crowell Jr. of Insurance Field, 
Mr. Glover, and Douglas N. Avery, 
secretary of the Ohio association. 


NAIA In Good Shape 


Mr. Margraff, chairman of the fi- 
nance committee, reported the NAIA 
in good financial shape, possessed of a 
$40,000 plus surplus compared with a 
deficit a year ago. Assets are $138,000 
and reserve funds $300,000. There is 
$484,000 in the advertising fund, much 
of it earmarked for regional use. 

The directors voted to establish the 
technical conference committee as a 
permanent, standing one, with the duty 
to deal with matters of public and 
agent interest arising in the areas of 
the property, casualty, fidelity and 
surety, rural agents, and metropolitan 
agents committees. The function of the 
committee is to overcome the limita- 
tions of these other committees in view 
of multiple line developments. One of 
its activities is to confer with agency 
and advisory organizations. 

The board also changed the name of 
Rural & Small Lines Agents Committee 
to Rural Agents. 


Herndon Reports 


Maurice G. Herndon, Washington 
manager, reported that the Boggs bill, 
which would protect the continued tax 
deductibility of dues paid to associa- 
tions which engage in lobbying, is 
stalled for this session. He believes the 
bill to equalize taxes of mutual fire- 
casualty companies will be included in 
the general tax bill scheduled for ac- 
tion next January or February. 

He described as mysterious the tab- 
ling of the bill that would separate au- 
to manufacturing from financing and 
insuring of automobiles sold at retail. 
The tabling was done by the author 
of the bill, Rep. Celler of New York. 
Mr. Herndon said that there is mount- 
ing opposition to the bill and growing 
doubt as to its constitutionality. 

The national advertising program 
won continued approval, the big proj- 
ect for 1962 being what is called CAPE, 
meaning “Coordinated Advertising 
Planned Endeavor’. This, it is hoped, 
will be a coordination of company, 
NAIA, state association, local board 
and individual agency activities around 
a common theme. It is not an attempt 
to induce companies to contribute 
money to the NAIA fund, but rather 
a hope that they will, while retaining 
their individuality and their own bas- 
ic approaches, work with the agents 
to concentrate advertising at a single 
goal. The immediate project is Protec- 
tion Week, which is set in the NAIA 
plans for November, 1962, the pro- 
posed theme being to get an insurance 
checkup from an independent agent. 


CAPE Idea Stressed 


Mr. Vincent, present national ad- 
vertising chairman, and Eben Learned, 
Norwich, Conn., 1962 chairman, 
stressed the CAPE idea at the Monday 
afternoon advertising session. After 
showing the film, which features Mr. 
Cubbedge and explains the 1962 cam- 
paign, with emphasis on Protection 
Week, Mr. Vincent said that the CAPE 
program involves no loss of a com- 
pany’s individuality and, being a long 
range program, does not even ask a 
company to abandon any present com- 
mitments, but it does ask everyone to 
abandon preconceived ideas that in- 
surance people cannot work together. 
V. H. Forcier, New York, NAIA ad- 
vertising coordinator, explained that 
the national association would work 
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Vote Plateau For 


Ad Fund, Incorporation 


DALLAS—National Board of State 
Directors voted to eliminate the auto- 
matic 10% yearly increase in the Big 
I advertising fund, beginning with the 
1963 campaign and continuing inde- 
finitely. Joe E. Vincent, Bryan, Tex., 
advertising committee chairman, 
pointed out that the program has 
reached a plateau on which it will be 
beneficial to operate for a time. 

Directors also approved a_ recom- 
mendation of Mr. Vincent’s committee 
that the program be _ incorporated, 
George S. Hanson, general counsel, 
explained that this would permit sep- 
aration of the ad program assets and 
those of NAIA so that any liabilities 
of the advertising plan cannot be 
changed to NAIA. Incorporation also 
will simplify obtaining tax exemption. 








in any agreed areas and use its adver- 
tising agency to carry its part. A. T. 
Bird III, Tucson, said his local board 
already has ambitious plans for Pro- 
tection Week and would welcome com- 
pany cooperation. These plans include 
proclamations by the governor and 
mayor, a speakers bureau, street ban- 
ners, billboards, marquees, signs on 
buses, wearing of large buttons by all 
affiliated insurance people in the city, 
and newspaper and radio advertising. 

The Tucson board has already com- 
piled a number of case histories of peo- 
ple who came to grief thorugh insur- 
ing with direct writers and plans to 
feature the worse cases in its adver- 
tising. 


Ad Allocation Doubled 


Following the showing of the film, 
J. C. Schroeder, Chico, president 
California association, explained how 
California nearly doubled its adver- 
tising allocation last year, after doing 
poorly the first two years. Insurance 
men, he said, are worked to death on 
fund raising drives and he thinks they 
resent them. Consequently, the Califor- 
nia association abolished its advertis- 
ing committee, simply billed each 
member for what he contributed pre- 
viously, sent blank bills to those who 
did not and asked the local boards to 
suggest the proper amount for each 
of its members. The result was $40,000 
collected in excess of the allocation, 
the excess being used in a statewide 
magazine and not a single complaint 
from a member. 
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Kersten President 


Ot Society Of CPCU 


William R. Kersten, Van Schaack & 
Co., Denver, was elected president of 


& 





William R Kersten A. Hawthorne Criddle 


Society of CPCU at the annual meet- 
ing in Washington. A. Hawthorne 
Criddle, Ostheimer-Walsh, Philadel- 
phia, was advanced from secretary to 
vice-president. George V. Whitford, 
Reliance, is the new secretary. 

Donald C. Brain, W. B. Johnson 
agency, Kansas City, and Norman E. 
Roop, Booth, Potter, Seal & Co., Phil- 
adelphia, were renamed vice-presi- 
dent and treasurer, respectively. 

Mr. Kersten joined Van Schaack && 
Co. in 1952. 


Government Immunity 
Goes Out In Michigan 


(CONTINUED FROM PAGE 2) 
Detroit growing out of the death of 
her husband who fell down an elevat- 
or shaft in a building, since demol- 
ished, which was being used by the 
city. She had asked $135,000 for her- 
self and two children but Judge Victor 
J. Baum of Wayne circuit court 
ruled against her on the basis of the 
governmental immunity defense. 

Michigan legislators already had 
chipped away at governmental immu- 
nity by specifically permitting actions 
against municipalities in cases of neg- 
ligent operation of government-owned 
motor vehicles and for failure to pro- 
perly to maintain streets,  side- 
walks, bridges and culverts. Justices 
said the lawmakers could, by new leg- 
islation, reinstate governmental im- 
munity as an acceptable defense in 
other cases of liability. Municipally- 
owned utilities are not permitted to 
raise this defense under other spe- 
cial acts. 

In another related case, the court 
held that action of a governmental 
body in providing liability coverage 
automatically prevented that partic- 
ular political entity from raising the 
governmental immunity defense in 
subsequent negligence actions. 

This case involved the University 
of Michigan hospital at Ann Arbor, 
operated under jurisdiction of the 
board of regents, a constitutional bo- 
dy. The court held, in a 4-2 decision, 
that a $375,000 damage action against 
the hospital could proceed beyond the 
pre-trial hearing stage which brought 
the issue before the appeals tribunal. 

Clarence Christie of Okemos had 
started the action in behalf of an in- 
fant son who suffered a serious head 
injury in a fall from a crib at the 
hospital in 1953. It was revealed that 
the regents had procured liability cov- 
erage and the Christies, through coun- 
sel, demanded inspection of the pol- 
icies. Judge James Breakey of Wash- 
tenaw circuit court ordered them 
produced but the regents refused and 
appealed, basing their defense on the 
governmental immunity doctrine. 
Such action was called “quite incon- 
sistent” in the high court opinion. The 
tribunal already, in a decision last 


HteNATIONAL UNDERWRITER 


year, had removed hospitals and other 
charitable institutions from immunity 
for negligence. 

In two other cases, appealed claims 
were denied on the ground that they 
preceded the court’s new rule remov- 
ing the immunity defense. 

Universal Auto Appoints 

Universal Automobile of Indianap- 
olis has named James F. Reid Illinois 
branch claims manager. Mr. Reid has 
had claim adjustment experience with 
Liability and Great Lakes Claims Ser- 
vice. 


Kansas Agents Set 
Agenda For Annual 


Kansas Assn. of Independent Insur- 
ance Agents, in cooperation with In- 
dependent Insurance Agents of Wichi- 
ta and Insurance Women of Wichita, 
will hold its annual meeting Oct. 14- 
18 at Wichita. 

James T. Adams and William T. 
Harris, Adams Institute of Marketing, 
will conduct several sessions on sales 
techniques. Valmore H. Forcier, ex- 
ecutive secretary Insurance Federa- 
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tion of New York and advertising co- 
ordinator NAIA, will describe the na- 
tional advertising program for 1962. 
Maurice Herndon, federal liaison rep- 
resentative NAIA, will discuss prior 
approval legislation. 

Other speakers will include Burton 
B. Elder, Elkhart, president of the 
Kansas_ association; Richard King, 
past president of the Wichita associa- 
tion; Charles M. Hanna, Chicago; 
R. E. Hainline, superintendent farm 
and hail department Hartford Fire; 
Commissioner Sullivan of Kansas, and 
Mayor Rymph of Wichita. 
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Editorial Comment 


Let The Seller Beware 


Major policy decisions relating to 
insurance are generally made by the 
financial and general management ex- 
ecutives of business organizations— 
not by the insurance managers. This 
was revealed in an American Manage- 
ment Assn. study of how companies 
are organized to deal with protection 
problems. Some 221 companies were 
surveyed. Of these, 55 have full time 
insurance managers, and 21 have part- 
time insurance men. 

The fact that the insurance mana- 
ger most often does not have the last 
word on making decisions on insur- 
ance matters should not disquiet the 
professional buyers in the least. It 
simply indicates, as the study points 
out, that decisions carrying heavy fi- 
nancial implications and requiring co- 
ordination of various departments of 
a business are the normal task of top 
management. 

New insurance proposals—gener- 
ated by the buyer—demand and get 
top level deliberation because they are 
likely to involve large financial con- 
siderations, either in premiums over 
the long term or as risks assumed if 
the hazard is not insured. 

The need for coordination on insur- 
ance matters among departments of a 
business often arises. For example, 
group coverage of employes for life 
and A&S usually must be meshed 
with other considerations in collective 
bargaining, because arrangements 
cannot easily be decreased once 
adopted. A decision in favor of self 
insurance on vehicles carries with it 
a built-in liability. A decision not to 
insure against flood poses the possi- 
bility of the loss of millions. Introduc- 
tion of an active prevention plan 
against fire or accident generally calls 
for a program of inspection and train- 
ing in many departments of a busi- 
ness. Thus, decisions on these matters 
must be made by top management. 

Limited final authority, however, 
does not lessen the insurance mana- 


ger’s importance to his company. In- 
surance is a complicated specialty, and 
few financial or general management 
executives have the training necessary 
to handle it adequately in detail. The 
insurance manager, therefore, has 
compelling influence as a counsellor in 
addition to day-to-day duties such as 
placement of coverage, handling of 
normal claims, carrying out of safety 
or loss prevention programs, and 
formulations of proposals for manage- 
ment’s decision. 

These are matters demanding the 
most sagacious advice available, and 
the man who provides it is uniquely 
valuable to his organization. 

Apart from its establishment of the 
importance of buyers, there is another 
and perhaps an even more profound 
lesson to be learned from one of the 
findings of AMA’s study. This grows 
out of one company’s definition of the 
function of an insurance manager. The 
definition says in part: “To establish 
and administer an over-all insurance 
program which will result in adequate 
insurance coverage placed with repu- 
table insurance companies at _ the 
lowest realistic cost.” The key word 
there is “realistic.” 

It is the word that possibly often 
propels insurance matters to top man- 
agement for final decision. The word 
“realistic’ in the definition cited 
clearly indicates that business man- 
agement—unlike many buyers of per- 
sonal lines—realizes there is a differ- 
ence between price and cost and is 
willing to devote its top managerial 
talents to decision making on matters 
of coverage. With the word “realistic” 
as a qualifier of cost, the executives 
are intent on the quality of the cov- 
erage they buy, its scope, the service 
that is built into it, and, most import- 
ant of all, the delivery that is likely to 
be made at the time of loss when the 
true or realistic cost of insurance is 
discovered for the first time. 

The fact that top management of 


some business enterprises is aware of 
realistic costs and is committed to 
placing protection on that basis rather 
than on mere advertised prices should 
serve as both encouragement and as a 
warning to insurers. The encourage- 
ment lies in management’s interest in 
quality products for which they are 
willing to pay the real cost necessary 
for delivery of promises. The warning 
is also implicit in management’s desire 
for quality. That should be sufficient 
to deter insurers from undertaking 
merely for competitive purposes 
novelty programs of commercial cov- 
erage packaged at liberal discounts. 

If such packages are soundly con- 
veived, business management will 
welcome them, but there is no indica- 
tion that management has clamored 
for packages at discounts that may be 
competitive but not realistic in cost. 

In the personal lines market, insur- 
ers of all types are now in a hand-to- 
hand grapple for mass business with 
price appeal as the chief weapon. Per- 
haps the outstanding example is 
homeowners, priced at continuing dis- 
counts and still on the toboggan. The 
average mass buyer has little interest 
in the realistic cost of his insurance 
and perhaps would not be able to 
measure it even if he had. His first 
interest in the subject usually arises 
when he has a loss and he discovers 
what he really gets for the “savings” 
he has made by buying on a price 
basis alone. 

Now insurers are intent on rapidly 
spreading the package discount phil- 
osophy into the commercial field 
where many buyers are able to evalu- 
ate costs and make it a practice to do 
so. It is to be hoped that insurers will 
be as concerned with “realistic”? costs 
of these coverages as their commercial 
clients have indicated they are.—J.N.C 





David L. Ostfeld, Chicago broker, is 
the father of two young girls already 
on their way to becoming seasoned 
models. Lynne, 12, has been called 
“one of the most popular child models 
in Chicago,” and has been in the busi- 
ness since 1957, when she was named 
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Miss Peanuts of Chicago. She is being 
sent by Wilding studio to make a film 
for the U. S. navy. Adrienne, 5, is 
following in her sister’s footsteps. She 
has been named Miss Peanuts by the 
Chicago Kiwanis Club and was fea- 
tured on the cover of a mail order cat- 
alogue. 


Ellis H. Carson, president New Eng- 
land Reinsurance Corp., joined the 
exclusive hole-in-one club early in 
September. Mr. Carson’s feat came on 
the par three, second hole of Brae- 
burn Country Club in the Boston sub- 
urbs. He used a five iron. Mr. Car- 
son’s playing partner was Sherman 
Drake, retired vice-president of Na- 
tional Surety. He and his wife were 
spending the weekend with the Car- 
sons. Mr. Carson not only believes in 
maintaining relations with old friends 
but goes out of his way to entertain 
them in sensational style. 


William E. Wilson, head of Wilson & 
Co. agency of Cleveland, has just com- 
pleted a term as foreman of the Cuya- 
hoga County grand jury which has 
been in session from Easter to Labor 
Day. During this time, the grand jury 
indicted 767 individuals involved in 
620 cases—the highest number of in- 
dictments in the 15l-year history of 
common pleas court. 


Harold Welch, with Continental Cas- 
ualty at Chicago, was honored follow- 
ing completion of his second term as 
grand knight of St. Philip Neri coun- 
cil Knights of Columbus. Several dig- 
nitaries of the society were on hand 
to participate in the ceremony, and 
a number of gifts were presented. Mr. 
Welch was also elected president of 
the Caravel Club, an Illinois corpora- 
tion that holds title to the council 
property and clubhouse facilities. 


Deaths 


MORTIMER M. LEVIN, 46, execu- 
tive vice-president LaSalle Casualty of 
Chicago, died at Rochester, Minn. He 
was also a member of the Chicago law 
firm of Levin & Hoosin. 


ERNEST E. CARPER, 84, an agent 
at Canton, Ill., for 45 years until his 
retirement, died. 


HUBERT H. WOODSMALL, 85, 
Miami agent, died in Dade County 
Memorial Hospital. He founded his 
agency 63 years ago and remained 
actively in charge until he was hospi- 
talized last July. 


EMIL W. JUNGELL, 59, executive 
secretary of Lightning Protection In- 
stitute in Chicago, died at his home 
there. 





JOHN T. KEANE, 61, agent of Con- 
tinental Casualty at United States 
Steel in Chicago for 25 years, died in 
Little Company of Mary hospital. 


OTTO A. SOERGEL, 83, died at 
Fort Pierce, Fla., where he had been 
living since his retirement in 1945. 
He was 52 years in the business, start- 
ing in 1894 as office boy for E. R. 
Wetmore, then special agent at Chica- 
go for New York Underwriters. At the 
outbreak of the Spanish-American war 
he went with Munger-Ebbert & Co. as 
a policy writer. Mr. Soergel joined 
Northern of London in 1902 and in 
1906 had charge of the law depart- 
ment during the period of adjusting 
San Francisco conflagration losses. He 
became loss manager for Fred. S. 

(CONTINUED ON PAGE 46) 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Independent and dependent insurers held a brief service of thanksgiving for 
Esther during which they endowed her with the last name of Blesser, 
and then got back to the serious business of playing Had Enough-Cry Uncle. 

Carla became far less of a bitter pill when measured against what Esther 
might have done but didn’t. Fire insurance stocks commenced to recover 
Wednesday afternoon on reports that Esther’s winds had diminished and the 
course was northeasterly. They were better Thursday even though the threat 
had not entirely passed and Friday the tone was still better. For instance in 
that period Aetna Insurance was up from 105 bid to 116 and Phoenix from 
106 to 115. Continental Insurance was up nearly 4, American 2, Hartford 2, 
New Hampshire 2, Springfield 2 and U.S.F.&G 3. American General which 
is a fire-casualty company, but whose chief interest is in its command of an 
expanding life insurance complex, recovered 5 points to 68 bid from its Carla 
selloff. Word was that its maximum loss in Carla would be $375,000. 

The most exciting market action was in the two great omnibus companies— 
Aetna Life and Travelers. Many who had noted the pyrotechnics in numer- 
ous less well-known situations were convinced that these situations were 
being neglected. They came up with a rush and a roar Friday after having 
quietly advanced the previous two days. Aetna Life was up 4 points Friday 
to 143 bid and was up 10 points from its low of the week. Travelers at 153 
Friday was 8 points higher for the day and 10 points higher from the low of the 
week. 

—|I||— 

Nationwide Corp. registered a sharp advance going up 2 points Thursday, 
another four points Friday and then on Monday added another 2 at 44 bid. 
NWC, as it is known, has over the years engaged in negotiations with Mont- 
gomery, Ward & Co. on the possibility of providing a means for Wards to enter 
the insurance business. However, the current activity in NWC, seems to have 
nothing to do with this situation. Something else seems to be stirring. 

Beneficial Standard Life had the greatest proportionate rise for the week, 
going from 38 to 48 under heavy accumulation. This was chest-out week 
for Robert A. Huff of Los Angeles, who for years has been drumming the 
praises of Benny Standard and Nationwide Corp., often to deaf ears and 
frequently to cynical ones. 

The advance in Aetna Life was accompanied by a one-point decline in Aetna 
Casualty. One reason that had been ascribed to the laggard action of AEL in 
relation to the rest of the life insurance list was the possibility of an offering 
by AEL for the minority shares of AEC. But the buyers last week decided to 
brush aside the consideration of the dilution that this might cause temporarily 
in AEL. 

Jefferson Standard Life was a standout on the up side. It closed the week at 
83 bid, up about 5 points. On Monday it was 84. 

—{i|j— 

In the newer and low-price-per-share issues, American Illinois Life has been 
getting quite a play. This is the company that is being developed by a coterie of 
million dollar producers with Hal Nutt of Purdue as consultant. Those placing 
business with this company are entitled to buy stock at 25 cents per share in 
proportion to their business. At Dec. 31 capital consisted of 1 million shares of 
25 cents par value. On Friday the stock was 7% bid, which placed a total share 
valuation on the company of $7,250,000. At Dec. 31, the assets were $368,239. 

The president of a life insurance company and one that has been interested 
in insurance stocks, writes: 

“The tremendous market reappraisal of insurance stocks in the last six or 
nine months has me amazed and perhaps a little worried. To be sure the life 
stecks had nothing for four or five years and so a reevaluation might be in 
order. However I fear a large public participation that comes as a result of a 
false notion that insurance stocks are the pot of gold at the end of the rainbow. 
They will not always perform in the manner they have in the last six months 
and keep on going straight up. We both know that the type of ownership of 
insurance stocks results in a small floating supply which is very responsive 
to only a little concentrated buying.” 

—Illl— 

There has been a tendency in a few of the life insurance issues that have 
galloped up, often with gaps, to plummet suddenly. However a decline of 15% 
or so then attracts new buying and there has been recovery. This has happened 
for instance in Franklin Life, which after a 13% drop, has worked back to 
almost its previous high. This suggests that there is still strong potential buying 
interest on the part of institutions. 

One effect on the market has been the rapid growth of Capital Shares Inc., 
which concentrates on life insurance stocks. This has been aggressively and 
successfully distributed to the public while the interest in life insurance stocks 
has been so keen. This generates funds that go back into the market for life 
insurance stocks. 

Lincoln Liberty Life has filed a registration statement covering a 200,000 
share offering by Bache & Co. Those attending the American Life Convention 
meeting last fall recall the freshness of approach on the part of Lloyd M. 
Bentsen, the board chairman of this company, in his talk. Lincoln Liberty 
stock has been 10 bid with offerings scarce. 

Citizens Life has filed a registration statement covering 147,000 shares with 
A. G. Becker & Co. as the underwriter. National Security Life of Indianapolis 
has filed for 73,300 shares. This company filed a notification with SEC Nov. 14, 
1960, proposing the offering of these shares at $2 per share on a one-for-five 
basis. On Nov. 24 it proceeded with the offering on the assumption that this 
was exempt from registration. Then SEC ordered temporary suspension of the 
exemption. The purpose of the present filing is to register the shares. Then 
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Mass. Agents’ Program 
Cites Big Difference 


Massachusetts Assn. of Insurance 
Agents will promote “The Big Differ- 
ence” as the theme of its annual meet- 
ing Oct. 17-18 at Sheraton Plaza Ho- 
tel, Boston. 
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Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. LaSalle Street, Chicago, Sept. 26, 1961 
Bid Asked 


Speakers include H. D. VanGils, vice $ $ 
president Aetna Casualty, on work- A‘ Casualty 
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the company would make an offer to rescind past purchases and sell any of the 
unsubscribed shares. 

President Russell H. Perry of Republic of Dallas got out a letter to stock- 
holders on Hurricane Carla. He said the loss will be much less than was at 
first feared. “We are optimistic about the outcome and feel our loss will not 
be too severe,” he wrote. 

On Friday Continental Insurance announced that its estimate of the Carla 
loss was then $4 million. The stock moved up 1% points. The first estimate, 
based on fragmentary evidence, was $7 million. 

Quaker City Life hit an air pocket and has gone off from 87 to 71. It had 
gone up uninterruptedly from 44. It has announced a 5% stock dividend. 

Coastal States Life moved up 2% points recently to 19% bid. There are 
prospects here for a handsome increase in earnings, after spending some 
$600,000 last year in the assimilation of acquisitions and shaping up new 
departments. 

Employers Reinsurance, at 68, was all on the bid side, up 3 points for the 
week. 

Insurance Company of North America which scarcely budged during 
the Carla-Esther scare, was a strong spot Monday morning. 

There is a strong buying interest in Old Line Life at 80, with few if any 
offerings. 

— _ 

Capital Shares Inc., at June 30 reported this portfolio of life stocks: Aetna 
Life 4,500 shares; American General 5,700; American National 20,000; Bankers 
National 7,500; B. M. A. 4,125; California-Western States 4,800; College Life 
3,300; Commonwealth Life 6,700; Conn. General 1,725; Continental Assurance 
1,800; Franklin Life 3,668; Government Employees Life 1,500; Great American 
Life Underwriters 199; Great Southern 2,949; Life & Casualty 5,000; Life 
Insurance Co. of Georgia 1,900; Life Ins. Co. of Virginia 3,368; Lincoln National 
3,750; Mass. Protective 2,100; Midwestern United 4,250; National Life & Acci- 
dent 2,000; National Old Line 7,500; Nationwide Corp. 3,139; North American 
Life 7,000; Pacific National Life 5,800; Provident Life & Accident 2,720; 
Republic National Life 4,000; Southland Life 1,282; Great-West Life 375; 
Jefferson Standard 3,500; Kansas City Life 154; Liberty Life 10,000; Liberty 
National Life 3,433; Southwestern Life 2,900; Transamerica 6,000; Travelers 
4,600; United Services Life 2,900, and U. S. Life 3,800. They had these fire- 
casualty issues: Continental Casualty 1,700; Continental Insurance 1,700; 
Federal 1,870; Fireman’s Fund 1,700; General Reinsurance 1,000; Hartford 
Fire 2,500; Ins. Co. of North America 1,600; St. Paul 1,600; Springfield 2,705, 
and U. S. F. & G. 2,300. 

Midwestern United Life which had a spectacular straight line advance from 
about 35 to 80 skipped to 59 bid. 

First Federated Life of Baltimore is seeking registration of 10,000 shares 
to be offered for subscription at $35 per share at the rate of one new share for 
each two shares held. 

Harleysville Life has a registration statement with SEC covering 40,000 
shares to be offered for public sale at $15 per share. This will first be offered 
to agents, company personnel and others. The present 60,000 shares are owned 
by Harleysville Mutual Casualty and Harleysville Mutual. 

In the most recent list of bid prices for insurance stocks as prepared by Cart- 
wright, Valleau & Co., a mistake was made on the Aug. 31 quotation of North 
Central companies. This should have been 16. 

Passage in a letter directed to Sidney Kent, Prudential, Chicago, by a widow 
whose husband lovingly left her to do with the proceeds instead of tying it up 
in policy options: 

“Now, I have a question for Sid to answer at his convenience. Is Prudential 
stock ever quoted? I cannot find it in the Paine, Webber booklet, nor on the 
W.S.J.’s market page. Does he think insurance stock a wise investment for a 
widow? I have a good broker, but war.f an insider’s opinion.” 
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Deaths 


(CONTINUED FROM PAGE 44) 
James & Co. at Chicago in 1918 and in 
1919 entered the adjusting business 
under William H. Daniels. He joined 
Frank L. Erion as an adjuster in 1922, 
and continued with that company un- 
til Cook County Loss Adjustment Bu- 
reau was opened in 1925, when he be- 
came the first adjuster employed by 
the bureau. In 1935 he joined Pearl 
and was later placed in charge of the 
loss department. He became in inde- 
pendent adjuster in 1939. 


JOHN H. LaROWE, 55, St. Louis 
agent for 16 years, died of a heart ail- 
ment at Missouri Baptist hospital after 
an illness of eight months. 


WALTER FRANCIS, 61, agent at 
Granite City, Ill., died at Firmin Des- 
loge hospital in St. Louis. 


CHARLES R. GAINES, 46, Olla, La., 
andria, died in the hospital at Alex- 
andria, La., of a heart attack. 


EARNEST W. SCOTT, 62, retired 
agency secretary of Cotton Insurance 
Assn., died at Atlanta, Ga. 





Campaign To Extend 
Influence Of Griffith 


Memorial Foundation 


A campaign to expand the influence 
of the Charles W. Griffith Memorial 
Foundation for Insurance Education at 
Ohio State University has been 
launched, with Arthur I. Vorys, chair- 
man, sending letters seeking contri- 
butions. 

The Griffith Foundation offers both 
undergraduate and graduate scholar- 
ships and fellowships. Research grants 
also are available during graduate 
programs of study. Included are 
courses in life and casualty insur- 
ance, principles of insurance, business 
and social insurance, seminars and re- 
search. The Griffith Foundation also 
administers the Insurance Hall of 
Fame, only organization in the world 
devoted exclusively to recognition of 
outstanding achievements in and con- 
tributions to insurance as a business 
and a profession. 
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Carla To Cost $80 To $90 Million 


(CONTINUED FROM PAGE 1) 
Carla area that more than 90% of the 
losses received by the bureau will not 
be involved in questions of flood or 
wave wash. He urged adjusters to 
close “regular mill-run losses. as 
quickly as possible.” Senior adjusters 
are being assigned to wave wash and 
to larger losses. 

The Houston storm office leads in 
the number of anticipated assign- 
ments with 20,000 at an average loss 
of $355. Other estimates on assign- 
ments and losses are: Freeport, 10,- 
000 losses at an average of $400; Cor- 
pus Christi, 9,000 at $400; Galveston, 
9,000 at $600: Texas City, 7,000 at $450; 
Victoria, 6,500 at $432; Bay City, 6,000 
at $600; Baytown, 5,500 at $500; Port 
Arthur, 3,500 at $200; Austin, 3,500 at 
$165; Lake Charles, La., 2,700 at $200, 
and Beaumont, 2,500 at $250. 


NAIIA Office Closed. 


National Assn. of Independent In- 
surance Adjusters’ catastrophe man- 
power pool office, established in 
Houston on Sept. 13, was closed Sept. 
20, having completed its work of as- 
signing storm adjusters to NAIIA 
members in the hurricane area. 

In a week’s time, the office assigned 
147 men to the existing NAIIA facil- 
ities in Houston south to the Gulf 
Coast and adjusters were in contact 
with property owners. R. L. Clement 
Jr., Atlanta, chairman of the catastro- 
phe committee, reporting from the 
Houston manpower pool headquarters, 
advised that NAIIA members were 
sufficiently staffed to handle the 40,- 





Brown & Sons Has 
Lower Dram Shop 


Rates In Illinois 


Reductions of from 32 to 40% in 
liquor liability rates for Illinois tavern 
owners have been announced by Geo. 
F. Brown & Sons, liquor liability un- 
derwriting manager for Continental 
Casualty. 

The reductions will apply through- 
out Illinois, with downstate rates 
showing biggest cuts. The new rates 
will be especially significant to smaller 
neighborhood taverns, according to 
Arthur R. Peterson, manager liquor 
liability department Geo. F. Brown. 


SUPERIOR . 
‘FACILITIES 


* 








South America Managers, Inc. 


3 Penn Center Plaza — 
_ Philadelphia 2, Penn. 
LOcust 8-7730 « TWX-PH 1257 


000 assignments expected from the 
entire “Carla” area. He stated the 
biggest problem would result from 
wave wash cases in view of probable 
differences of opinion between insur- 
ance interests and public officials re- 
ative to coverage. 

One of the mysteries created by the 
hurricane was washed out by rain 
storms that blanketed parts of Okla- 
homa and Kansas. Shortly after Hur- 
ricane Carla blew into Oklahoma, Ar- 
kansas and Kansas, mysterious dis- 
coloration of paint and siding began 
to appear. Chemists moved into the 
area by paint companies, siding man- 
ufacturers and other trade groups, be- 
gan an extensive analysis and study 
of the contamination. While the study 
was being conducted, rains began re- 
turning the siding and paint to its 
original condition. Observation of 
property discolored in Blackwell, 
Bartlesville, Perry and Ponca City re- 
vealed it to be returning to the origi- 
nal color. 


Mo. Mutual Agents 
Slate Fall Meeting 
For Forsyth, Oct. 5-6 


A 1752 club clinic on the homeown- 
ers policy will be featured at next 
week’s fall meeting of Missouri Mu- 
tual Insurance Agents at the Shadow 
Rock Hotel in Forsyth, Mo., Oct. 5-6. 

Moderating the panel will be William 
Supancic, special agent Millers Mutual 
of Texas, Kansas City, and participants 
include Kenneth Willis, Equity Mutual, 
Kansas City; Bruce Stake, Michigan 
Mutual Liability, St. Louis, and Bud 
Childers, United Adjustment & In- 
spection, Kansas City. 

Following the first day’s luncheon, 
W. M. Brown, manager Missouri 
Audit Bureau, St. Louis, will discuss 
“Average Fire Rates,’ Robert Weed, 
United Agencies, Kansas City, will 
ask “What Is An Agent?” and Lynn 
Chinn, Adjustment Service Co., Kan- 
sas City, will note “The Agent’s Re- 
sponsibility in the Proper Handling of 
Claims.” 

Non-business attractions include a 
cocktail party, a buffet dinner and a 
fishing derby noted as B. Y. O. T. B. 
(Bring Your Own Tackle and Beer). 


Ohio Bureau Will Serve 
Springfield From Columbus 


Ohio Inspection Bureau has revised 
its disposition of the territory served 
by the Springfield office, which is be- 
ing closed. The eastern portions of 
Clark and Champaign counties, includ- 
ing the cities of Springfield and Ur- 
bana, will be served from Columbus. 
The balance of the former Springfield 
territory will be assigned to the Day- 
ton office. 

The entire territory was scheduled 
to be taken over by the Dayton office. 
A bulletin from Manager C. J. Set- 
zer said the revision was made at the 
request of Springfield Assn. of Insur- 
ance Agents, plus the fact that a high 
proportion of field men calling in 
Springfield and Urbana have their 
headquarters in Columbus. 
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Michigan Surety 
Taken Over Again 


(CONTINUED FROM PAGE 1) 


items such as Florida real estate. 

“To affirm the chancellor’s decree,” 
the opinion stated, “and thereby re- 
lease this company from judicial con- 
trol would constitute, in our view, an 
open invitation to plunder its already 
depleted treasury by officers whose 
vigilance, diligence and skill are seem- 
ingly exercised not at all for the inter- 
est of the public, the company’s policy- 
holders and its creditors but solely for 
the benefit of its corporate parent. 

“Were we dealing with an ordinary 
commercial business, what was here 
attempted might well be justified for 
the interests of the company’s stock- 
holders, including a corporate parent, 
are paramount. But here we deal with 
a financial institution in which the 
public has a very significant interest, 
as do its policyholders and other cred- 
itors. Officers of such a corporation 
live by a standard of conduct at least 
a cut above the morals of the market 
place.” 


Caretaker Committee Control 


Following the period of caretaker 
committee control, during a_ two- 
months’ period allowed for an inde- 
pendent audit by Joseph Froggatt & 
Co., New York, department examiners 
again went over the books during a 
custodianship in which Donald W. 
Fritz of the department staff served 
as active custodian. The Froggatt au- 
dit showed an impairment of $1,145,- 
298 as of Oct. 31, 1959, and Commis- 
sioner Blackford subsequently con- 
tended the company’s condition had 
further deteriorated to the point that 
it was “hopelessly insolvent.” Court 
action blocking his receivership peti- 
tion, however, returned the company 
to its officers and directors, but Mr. 
Kroll had been removed from any 
active part in the management al- 
though still retaining major financial 
interest. 


An Old Company 


The company is an old one, founded 
about a half-century ago by the late 
Frank H. Ellsworth after he had 
served as commissioner. It confined its 
business largely to fidelity and surety 
bonds but, after control passed to 
Mark Kroll, branched out heavily into 
bail bond, long-haul truck cargo and 
mobile home business, operating in 
more than 40 states. G. W. Draper 
has been president and manager. 

The 4-3 decision in the eight-mem- 
ber high court resulted because Chief 
Justice John Dethmers withdrew from 
participation because his son is asso- 
ciated with a law firm involved in 
the case. 

Justices Talbot Smith, who was 
named late in the week by President 
Kennedy as a U. S. district judge at 
Detroit; Thomas M. Kavanagh, and 
George Edwards signed the Souris 
opinion. 

Justice Harry F. Kelly wrote a dis- 
sent, contending that the record sup- 
ported Judge Coash’s finding that the 
company’s officers should be permit- 
ted to rehabilitate the company. He 
was supported by Justices Leland W. 
Carr and Eugene Black. 
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Hartford Fire Raises 


Brouder In Education 

Hartford Fire group has appointed 
Edward W. Brouder director of its 
training center. Mr. Brouder joined 
Hartford Accident in 1937 at the home 
office and was in the automobile and 
service departments before assign- 
ment to the training center in 1946. 
He was appointed training director of 
Hartford Accident in 1948 and has 
continued as an instructor in the cas- 
ualty and bond school since then. 

Mr. Brouder is a graduate of Tufts 
University and the University of Con- 
necticut’s Hartford College of Insur- 
ance. He has been an instructor at the 
latter college since 1946. 


Crum & Forster Moves 
Pavlik To Elgin, Ill. 


Ron Pavlik has been appointed state 
agent of Crum & Forster supervising 
the Elgin, Ill., service office to succeed 
John P. Crawford, who has resigned. 
Mr. Pavlik, a graduate of the Univer- 
sity of Wisconsin, has been special 
agent in Minnesota for five years. 


Henderson Joins Plains 


James Henderson, who has_ been 
special agent in South Dakota and 
Iowa for Iowa National Mutual, has 
joined Plains of Cimarron and will 
travel the territory handled by the 
Sioux Falls office, eastern South Da- 
kota and Nebraska. Mr. Henderson has 
both field and home office experience 
in Minnesota, Michigan and Montana. 
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BREWER ADJUSTMENT COMPANY 


Long Haul, Bus, Taxicab and Automobile 
Liability and Physical Damage— 
General Liability—Compensation—Fire 
RED ROCK BLDG., ATLANTA, GA., JA 3-2783 
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Health Legislation Is 
Reviewed For Ill. Group 


(CONTINUED FROM PAGE 6) 
the amount paid by insured and the 
amount established for the loss ratio 
would be refunded. 

Legislation supported by HIA in- 
cluded the Connecticut plan allowing 
insurers to join together to provide 
medical care up to $10,000. HIA also 
backed the model bill recommended by 
National Assn. of Insurance Commis- 
sioners providing that unauthorized 
or non-admitted insurers who adver- 
tise in a state be subject to that state’s 
department. Mr. Peel reported that the 
latter measure has been enacted in 
substance in 30 states and Puerto Rico. 

HIA gave its support to the Kerr- 
Mills bill as the most effective supple- 
ment to voluntary health insurance. In 
less than a year, Mr. Peel said, 23 states 
have enacted Kerr-Mills legislation, 
three have legislation pending, and 
five have decided that they do not need 
federal support. 


Further 


However, he said, the present fed- 
eral administration has indicated that 
it is going to push much further into 
the control of health insurance. The 
opening steps in President Kennedy’s 
anti-recession social security program 
“should dispel all doubts that the pro- 
gram constitutes an insurance meas- 
ure.” The King-Anderson bill, if 
passed, will be “a foot in the door’ 
leading to total government regulation 
of health insurance, Mr. Peel warned. 

He said that many feel such regula- 
tion is necessary because health insur- 
ers cannot expect their coverages to 
take care of all those who are over 65. 
He pointed out that in 1950 only 26% 
of those in this category were volun- 
tarily insured, while today 53% have 
voluntary health insurance. Mr. Peel 
believes this increase indicates that 
voluntary insurers have awakened to 
the challenge of federal control and 
are demonstrating that they can pro- 
vide the needed coverage. 

He suggested that the strongest ef- 
fort against the encroachment of gov- 
ernment into health insurance could 
be made through a combination of 
three processes: Expansion of volun- 
tary health insurance to all persons 
emphasis on coverage during the re- 
tirement year, and an active interest 
in politics on the part of all members 
of the business. 


Federal Control 


Defendants Rebound 


Defendants in Cook County personal 
injury cases did well in jury trials 
last week, winning six decisions and 
losing five, one of which was a $2 
award. A 12th case resulted in a dead- 
locked jury. 

Cook County Jury Verdict Reporter, 
which summarizes cases and presents 
statistical data on them, notes that 
since Chicago courts reopened Sept. 1, 
juries have awarded damages to 13 
plaintiffs, while defendants won 10 
times and one jury was deadlocked. 
The 13 winning plaintiffs have been 
awarded a total of $58,703. The same 
plaintiffs asked $79,200 and they were 
offered $19,800. 

The largest award of the week was 
$5,000 to a plaintiff injured in a knife 
fight and suing under the Illinois 
dram shop law. The $1 awards went 
to two plaintiffs who were hit broad- 
side in an auto accident and sued for 
whiplash injuries. 


W. J. Seymour has joined Dixie Auto 
of Anniston, Ala., as claims manager. 
He has been in insurance since 1952. 
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How objective is your perspective? 
















Are your company 
sales and underwriting 
procedures properly 


synchronized? 









































Do you find that your sales and underwriting departments are working at cross 
purposes? They must be fully synchronized in theory and practice if the company is 
to show maximum results on its balance sheet. 


Often this coordination, planned and accomplished at the top level, bogs down 
in the operating areas at the home office and in the branches. A detailed and objec- 
tive survey will reveal whether you have this problem and would lead to a specific 
solution for your organization. 


Frank Lang and Associates, Inc., a national consulting firm, confines its activity 
to servicing insurance management on all types of operating problems. The firm’s 
specialists offer its clients a wide and varied background in the coordination of 
company operations and find practical solutions to the many other problems con- 
fronting management. 


Informal preliminary meetings for discussion can be arranged without obligation. 


. \ 
FRANK LANG & ASSOCIATES, INC. 


Consultants in Marketing and Management i 


for the Insurance Business 
209 W. JACKSON BLVD., CHICAGO 6; 922-0492 





FRANK LANG ¥4 ASSOCIATES, INC. 





521 FIFTH AVENUE, NEW YORK 17; OXFORD 7-4044 
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NORWICH UNION FIRE INSURANCE SOCIETY, LTD. 
THE EAGLE FIRE COMPANY OF NEW YORK 
SCOTTISH UNION AND NATIONAL INSURANCE COMPANY 
AMERICAN UNION INSURANCE COMPANY OF NEW YORK 


Administrative Office, Hartford 2, Connecticut 
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Professional Insurance Service 
Geared to the needs of the professional agent and broker: 


* Excess Liability, any nature *- Auto Physical Damage 


* Malpractice Liability > Contingency Ins. 


* OL&T Liability 


- Manufacturer’s and 


* Errors & Omissions 

- Liquor Liability (Illinois) 
* Personal Accident 

* Livestock Mortality 


Contractor’s Liability 


* Products Liability 


Vo quotas — no minimum volume 


Write ... wire ...or phone 
for complete information or quotation: 


Vickery, Hoyt and Graham, Inc. 
175 W. Jackson Blvd. e 
W Abash 2-2862 


Chicago 4, Illinois 
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<gR EXTRA SERVICES | 
RENDERED 


(NO CHAI 


The more exacting your requirements, the more you will value 
the technical knowledge and uniquely coordinated services we 
have traditionally offered to independent agents and brokers. 


ChMIC Sey, Bel: smorrunens 


90 John Street, New York 38, New York 
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FEDERAL INSURANCE COMPANY ¢ VIGILANT INSURANCE COMPANY ¢ THE MARINE INSURANCE Cco., LTD. 
THE SEA INSURANCE CO., LTD. » LONDON ASSURANCE (MARINE DEPT.) * ALLIANCE ASSURANCE CO., LTD. 


Life Insurance, Accident & Health, Group Insurance through 
THE COLONIAL LIFE INSURANCE COMPANY OF AMERICA 
Affiliate of FEDERAL INSURANCE COMPANY 


Aviation Insurance through Associated Aviation Underwriters 
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